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Columbian National Agents can offer the best in 
BALTIMORE NEW YORK LIFE, ACCIDENT, and HEALTH INSURANCE 


Columbian National Policies 
A PROGRESSIVE make selling easier 


icine and C ASU ALTY Policies backed by one of the very strongest companies 


in the country, having ample capital, surplus and 
highest standard of reserves. Exceptional oppor- 
COMP ANY tunity is offered to salesmen of character and ability. 
Communicate at once with 
Agency Department 
77 Franklin Street, Boston, Mass. 
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The White Fireman* 


down in Dixie 
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Don’t miss the story about how the White Fireman has re- 
duced cotton losses. It appears in the September 15th Sat- 
urday Evening Post; the September issues of Atlantic Month- 
ly, Golden Book, Harper’s Magazine, Review of Reviews, 
Scribner’s Magazine and World’s Work; and the October 
American Magazine. 











The White Fireman in the magazine advertisements of the 
Insurance Company of North America represents the loss- 
prevention engineering service supported by insurance com- 
panies. This advertising is informing millions of property 
owners of the constructive work that is being done. And 
each advertisement tells property owners that they may se- 
cure loss-prevention engineering service through responsible 
insurance agents. 

























eon 


MLTULAAEALLLLELRLLLLE et ets* 





a. i 











ad a 
A Se we 

































NPP) eA se went 


ST CYTE 


Neo 


[o) 























A A a 























THE SPECTATOR Thursday 














WHY NOT 


™ TT 




































a ee 


A direct contract with the Company 
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Unlimited territory 
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Participating and Non-Participating Policies 


A real opportunity to grow with the 
Company 


° 


An equipped office in one of the Reliance 
Branch Office cities, of which there are 
thirty-eight 

The active co-operation of Reliance super- 
visors in the organization of your agency 


The Perfect Protection Policy which as 
sures more interviews, lower lapse ratioand 
from 25% to 40% more life insurance sales 
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Prospect finding service 
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Newspaper Advertising 


eee ae The Reliance Life, which gives its under- 
hundred seventy. writers the prestige of a strong, progressive 
institution 
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six millions of 
i Today, write for our booklet, ‘Selling 
Life Insurance Perfect Protection’”’ which gives other 


in force. salient features in the Reliance Program. > 


“Sell Perfect Protection * 
and you'll sell MORE 
Life Insurance” = | 


RELIANCE LIFE 


























RELIANCE LIFE INSURANCE COMPANY of PITTSBURGH 
FARMERS BANK BUILDING, PITTSBURGH, PA. 
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at the postoffice, New York, N. Y., under the act of March 8, 1879. THe Spectator, Volume CXXI, Number XIII, September 27, 1928; $4.00 per annum. 
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COMMISSIONERS’ CONVEN- 
TION OPENS SESSIONS 


International Life Debacle Is Chief 


Topic 


BETTER SUPERVISION NEEDED, SAYS 
CHAIRMAN 


A. S. Caldwell Also Pleads for Uniform 
Laws—War Whoop of Pamunkeys 
Sounds in Rapid Canyon 
By THomas J. V. CULLEN 
Rapip City, S. D., September 24.—The re- 
cent International Life debacle, brought about 
when a convention examination revealed a trail 
of wholesale crookedness, stock manipulation 
and sundry other irregularities, has been the 
underlying topic of conversation of pre-conven- 
tion gatherings of the National Convention of 
Insurance Commissioners, in session here. The 
opinion gains that the failure of this giant com- 
pany was, to a certain extent, an indictment 
of insurance supervisory laws in some States. 
The lack of essential regulating provisions 
found so beneficial in many States prevents the 
proper functioning of insurance supervision and 
refuses the policyholders that measure of pro- 

tection which by right is theirs. 

The subject received official notice in the 
forceful keynote address of Chairman A. S. 
Caldwell, Commissioner of Insurance of Ten- 
nessee, and thereby became the outstanding 
theme of the convention proper. In the back- 
ground of the entire discussion on the paper 
of D. C. Lewis of South Dakota on convention 
examinations was obviously a definite deter- 
mination to regulate the business of insurance 
so as to eliminate forever a recurrence of an- 
other such trial for life insurance as was the 
International Life. Fifty representatives from 
thirty-four States, augmented by some three 
hundred guests composed of ex-members, com- 
pany and bureau officials, met in the Hotel Alex 
Johnson here for the fifty-ninth annual assem- 
blage of the Commissioners’ convention. They 
were convened in an isolated part of their coun- 
try and, finding their surroundings delightful, 
distractions of a large city removed and their 
program happily balanced between business and 
recreation, bent their unstinted energies to a 
judicious solicitation of the weighty problems 
they, as State insurance regulators, have in com- 
mon. 

Chairman Caldwell delivered his presiding 
address to an attentive audience which received 
with serious concern the wise counsels of this 
outstanding sage of State insurance supervision. 
He stressed the important part that supervision 
of insurance plays in the commercial and eco- 
nomic life df our country. He outlined the 
duties of the various members of the convention 
and spoke of the accomplishments that had been 

(Concluded on page 10) 


R. P. DE VAN HEADS 
ASSOCIATION 


Clyde B. Smith in New Executive 
Committee Head 
NATIONAL UNION CITED 
Pittsburgh Company Declared in Viola- 
tion of Principles of National Agents’ 
Body 
By Ernest V. SULLIVAN 
West BapeN Sprincs, Inp., September 21.— 
Amid scenes of enthusiasm R. P. DeVan, of 
Charleston, W. Va., for the past two years 
chairman of the executive committee of the 
National Association of Insurance Agents, was 
elected president of that body. He succeeds 
W. Eugene Harrington, of Atlanta, Ga., whose 
administration during the past two years has 
been marked by a notable progress in the work 
and policies of the Association. Mr. De Van 


R. P. DEVAN 


will be supported in the person of Clyde B. 
Smith, of Lansing, Mich. who has been one 
of the leading advisors in the executive com- 
mittee of the National Association and who, 
as its chairman, takes a post which carries 
with it duties familiar to him because of his 
past experience. 

As shown below a strong list of regional 
vice-presidents has been selected to further 
support the new administration. 

Appreciation of the things accomplished by 
Retiring-President Harrington was materially 
evidenced by the gift of a beautiful silver ser- 
vice from the delegates present. Presentation 
was made by James L. Case, of Norwich, Conn., 
past president of the Association and chairman, 
so he said, of the Honorable Order of Ex-Its. 

(Concluded on page 15) 
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HAROLD R. CRONIN | 
RESIGNS POST 


President of Equitable Casualty and 
Surety Leaves on October 1 


WILL FORM HIS OWN COMPANY 


Proposed Name of New $2,500,000 Car- 
rier Is Colonial Casualty and Surety 
Harold R. Cronin, president of the Equitable 

Casualty and Surety Company of New York, 

has resigned that post, effective as of October 

1, in order to become head of a new casualty 

and surety company which he and those allied 

with him are organizing. 

The proposed name of Mr. Cronin’s new 
company is the Colonial Casualty and Surety 
Company and it will have at least $1,000,000 
capital and $1,500,000 surplus paid in. The 
company will be incorporated in New York 
and application for the name has already been 
made to Empire State officials. Future plans 
are not, of course, completed as yet, but the 
company expects to do a general casualty and 
surety business along sound, conservative, sub- 
stantial lines. Mr. Cronin will surround him- 
self with an official staff of experienced execu- 
tives and an agency force of capable producers. 
The board of directors will be composed of 
banking, insurance and business interests. 


The Equitable Casualty and Surety has not 
yet selected Mr. Cronin’s successor, but an an- 
nouncement will be made shortly. 


Harold Spielberg, chairman of the board of 
the Equitable, who was the leading figure last 
week in the proposed $75,000,000 merger of 
the Municipal Bank and the Seventh National 
Bank, both of New York, commented as fol- 
lows on Mr. Cronin’s resignation: 


It was with genuine regret that we accepted 
Mr. Cronin’s resignation. He leaves under the 
most friendly conditions and carries with him 
our every wish for his future success and that 
of the company he plans. During the four years 
Mr. Cronin has been president of the Equitable 
Casualty and Surety Company his marked abil- 
ity and initiative have contributed in no small 
measure to the unprecedented record of ad- 
vancement made by the organization. When he 
succeeded to the presidency in the first year 
of our operations, our capital was $250,000 and 
our surplus was $128,359. Now our capital is 
$1,000,000 and the surplus is over $1,000,000. 
Within the same period the written premiums 
have increased from $7593 to $1,667,608. I very 
much doubt whether this splendid attainment 
would have been possible without Mr. Cronin’s 
progressive efforts. 

To show their appreciation of their retiring- 
president, the officers and directors of the 
Equitable Casualty and Surety will give a ban- 
quet in his honor at the Biltmore hotel, New 
York city, on Saturday evening. Prominent 
State, Federal, business and insurance officers 


(Concluded on page 29) 
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A MOST praiseworthy action is that of R. 
_* Leighton Foster, Superintendent of In- 
surance of Ontario, Canada, who has devised a 
letter which will be sent to all life insurance 
agents in that province, in which is incorpor- 
ated the department’s stand on the matter of 
agency licenses. The letter starts as foliows: 

“Your application for a license to act or 
continue to act as a life insurance agent, recom- 
mended by your company, has been accepted and 
a license has been issued to you for the current 
license term. It is important that you should 
inform yourself as to the circumstances under 
which your license may be revoked, suspended 
or canceled, or not renewed upon expiry. 

“Your license may be revoked by the super- 
intendent if, after due investigation and a hear- 
ing, he determines that you have violated any 
provision of the law, or made a material mis- 
statement in your application for license, or 
have been guilty of a fraudulent practice, or have 
demonstrated your incompetency or untrust- 
worthiness to transact the insurance agency 
business. Your license will not be renewed if 
the superintendent is not satisfied that you are 
a suitable person to continue as a life insurance 
agent and intend to hold yourself out publicly 
and carry on business in good faith as such. 
The legislature has vested broad discretionary 
powers in the superintendent and you should 
know that the following practices are calculated 
to lead to revocation of, or refusal to renew, 
your license.” 

Mr. Foster then lists, with definitions, such 
practices as violation of laws, rebating, spot- 
ting, twisting, false statements in solicitations, 
dishonesty, or coercion. And in conclusion: 

“The agents’ qualification law was enacted 
for the protection of the public. The public in- 
terest demands that no person shall be allowed 
to continue in the business of life insurance un- 
derwriting who is found guilty of any of the 
foregoing practices. I am satisfied that your 
own personal interest will be best served by 
strict adherence to these fundamental principles 
of fair dealing and proper agency practice.” 

The agents reading this brief but forceful 
message will certainly be impressed with the 
fact that “honesty is the best policy.” In dis- 
tributing it Mr. Foster not only gives fore- 
warning against possible future trouble but 
furthermore gives instruction as to proper prac- 
tises in a clear and concise manner. 

* * * 


AUL F. CLARK, recently elected president 

of the National Association of Life Under- 
writers, got a royal greeting in Boston last 
week when the local association held a special 
meeting just to honor him. Not to be outdone 
the members of his own agency in Boston got 
together in an impromptu meeting and drafted 
Franklin W. Ganse to pay tribute to their 
leader. Mr. Clark’s receptions belie the ol 
adage, “A prophet is not without honor save in 
his own country.” 


RITING in Tue Spectator of May 12, 

1927, I said: “Just as the cities of the 
West were made possible by the building of 
railroads and terminals, so the commercial suc- 
cess of the aeroplane depends on proved air 
routes, marked by passenger and freight air 
depots. In order to achieve this, it is vital that 
government aid be evoked to appropriate or pur- 
chase land and to erect suitable hangars, ma- 
chine shops and repair plants to care for the 
planes of those who travel the highways of the 
sky. Private capital, in the majority of cases, 
is averse to permitting large sums of money to 
remain inactive, as would be so if invested in 
landing fields, and, unless the government comes 
forward with a fores‘ghted program of as- 
sistance along this line, our country will remain 
largely unaware of the commercial advantages 
offered by the heavier-than-air craft and Eu- 
ropeans will continue to lead the worid in such 
enterprises.” 

* oe x 


INCE that time, the government, having 
built and equipped the air-mail service, has 
turned it over to private enterprise. Horatio 
Barber, head of Barber & Baldwin, foremost 
aviation underwriters in the United States at 
the present time, discussed, aviation in an ad- 
dress before the meeting of the National Asso- 
ciation of Insurance Agents at West Baden, 
Ind., last week and the first thing he said was: 
“Before plunging into my subject of aviation 
insurance, I wish to pay my respects to the 
prime mover of successful commercial aviation 
in this country. I refer to the Federal govern- 
ment, but for whose wise and far-sighted pol- 
icy commercial aviation and aviation insurance 
would be hardly important enough to merit the 
consideration of this large gathering of busy 
men. The policy of the Federal government, 
unlike the policies of most foreign governments 
who have supported aviation by direct subsidies, 
has been to avoid artificial stimulation and 
growth and to support American commercial 
aviation, firstly, by showing through its post 
office airways how successfully it can be done, 
and by then handing over the air-mail routes 
to civilian contractors; and, furthermore, sup- 
porting commercial aviation in general by the 
provision of airports, lighting systems, etc., and 
by setting up regulations designed to keep com- 
mercial aviation within reasonable limits of 
safety.” 

* * * 


PEAKING of the fact that aircraft rates 
are now 40 per cent lower than they were 
in 1922, Mr. Barber said that collision, fire and 
theft, public and passenger liability and property 
damage insurance on an aeroplane of good type, 
operating in the Middle West with a qualified 
pilot would cost about $1410 a year. Against 
this he placed the fact that automobile insurance 
on a car of about the same value, used for sim- 
ilar purposes in New York, would cost about 


$1668. 
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W E. MALLALIEU, general manager of 
¢ the National Board of Fire Under- 
writers, in announcing the establishment of a 
special local arson bureau for New York and 
the metropolitan area, paid a nice compliment 
to Fire Commissioner Dorman, Fire Chief 
Kenlon, and Chief Fire Marshal Brophy of the 
New York Fire Department, whose work in 
exterminating criminal fires he accorded the 


highest praise. 
x. ok 


HE reference to Chief Brophy elicits a com- 

mendatory nod from this department which 
is slightly feverish on the subject of the chief’s 
accomplishments. Because he is as chary of 
newspaper reporters as my maiden aunt is of 
Jack the Peeper, I revel in every opportunity 
to whoop it up for Chief Brophy for he is thus 
twice deserving of all the good things you can 
say about him in print. Don’t get the idea 
from the above that the chief is snooty because 
if you are fortunate enough to get a few mo- 
ments’ conversation with him between fires you 
will find him an exceedingly pleasant man and, 
since he was a newspaper man once himself, 
ready and willing to shoot you a good story— 
provided you don’t intend to exploit him per- 


sonally. 
* * * 


O we'll let it go at that—except to tell you 
that Chief Brophy was the fellow who au- 
thentically identified New York as “The City 
That Never Sleeps” for he has an around-the- 
clock job and has never known a dull moment. 


* * * 


DGAR ALLAN POE, I observe, is one 

of the incorporators of the United States 
Fidelity Fire, new running-mate of the United 
States Fidelity and Guarantee, and for the life 
of me I can’t think of gag connecting his illus- 
trious name with the fire insurance business— 
except, perhaps, to suggest that his company 
establish offices on the twenty-sixth floor of 165 
Broadway, New York, where they will be just 
a frog’s hop from the State Insurance Depart- 
ment and next door to a law firm which num- 
bers among its partners Oliver Goldsmith and 
Charles Lamb. Boy, page Tom Macualey of 
the Sun Life for a fourth in bridge! 

* * * 


paints CE companies are not interested 
in political lobbies but it is comforting to 
know that if Joseph C. H. Flynn, who is be- 
ing discussed as a possible nominee for attor- 
ney-general on the Republican ticket for New 
York State, is elected to that office, insurance 
will find him both wisely and kindly disposed 
towards its interests. As deputy attorney-gen- 
eral assigned to insurance his record in re- 
spect to the Chrysler-Palmetto and the Russian 
reinsurance cases speaks for itself. Mr. Flynn 
contributed a widely read article to THE Spec- 
TATOR when this paper was waging its success- 
ful campaign against fraudulent claims. 
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VERSUS EXPECTED MOR- 
TALIT Y—1913-1927 

HE compilation showing the actual 

versus expected mortality for 1927, 
as compiled from the Gain and Loss Ex- 
hibits of the life insurance companies, 
makes a very satisfactory showing in re- 
spect to mortality results. Following the 
influenza epidemic in 1918, in which year 
the actual mortality was 95.12 per cent 
of expected, there was a decline to 65.21 
per cent in I919, to 61.30 per cent in 
1920 and to 51.73 per cent in 1921, these 
figures being the averages for the 78 or- 
dinary companies tabulated. Since 1921 
the percentages have fluctuated, the high- 
est point reached having been 54.70 per 
cent in 1923, and the lowest 50.88 per 
cent in 1925, while the ratio for 1927 
was 52.71. This represents a decline 
from 53.26 in 1926. It is therefore evi- 
dent that the experience of the ordinary 
companies during the past seven years 
has been excellent, their ratios for 1921 
to 1927, inclusive, having been as fol- 
lows: 51.73, 53.50, 54.70, 52.75, 50.88, 
53.26 and 52.71 per cent. 

Among the individual companies it is 
observed that 51 were below the average 
ratio in 1927, and 27 were above it, many 
of the companies above the average hav- 
ing been in the older and larger class. 
The expected death losses for the 78 com- 
panies in 1927, according to the mortality 
tables in use, were $499,033.981, while 
the actual mortality was $262,980,201. 

For the 12 industrial companies tabu- 


ACTUAL 
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lated, the ratio advanced from 58.48 in 
1925 to 60.71 in 1926, and declined to 
60.06 in 1927. The average ratios of this 
group of companies have remained close 
to 60 per cent of the expected mortality 
since 1921, the ratio for the five years, 
1923 to 1927, having been 59.63 per 
cent. Only four of these companies are 
below the average, while eight are above. 
Their expected mortality in 1927 was 
$281 ,666,136, the actual mortality having 
been $1609,173,365. 

As savings from mortality form a very 
important part of the funds from which 
dividends are paid on participating poli- 
cies, the low mortality experienced in 
eneral by the companies is very grati- 
ying to policyholders as well as to com- 


Oo 
> 
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pany managers. 

The accompanying table is compiled 
from the mortality section of the Gain 
and Loss Exhibit, which considers the 
following items: On the credit side—ex- 
pected mortality on insurance, from which 
is to be deducted the reserve released by 
death, leaving the expected actual’ net 
mortality on insurance at risk. The dif- 
ference between the expected net mor- 
tality and the actual mortality is the sav- 
ing effected, and this latter item, divided 
by the first, gives the percentage of actual 
to expected mortality. 

In the table herewith, 78 companies 
transacting ordinary insurance solely are 
included, while 12 companies writing in- 
dustrial and ordinary insurance are listed 
separately. The tabulation shows not 
only percentages year by year during the 
past 15 years, but averages for the three 
3-year periods and for the entire period, 
1913 to 1927, inclusive. The figures en- 
tering into the compilation for the year 
1927 are presented in detail so as to make 
clear the method employed in computa- 
tion. For the year 1927, II companies 
show a mortality rate of less than 40 per 
cent, while 32 others are under 50 per 
cent. 





NATIONAL SAFETY CONGRESS 


BOOKLET of 80 pages is required 

for the printing of the program of 
the seventeenth annual safety congress of 
the National Safety Council which is to 
be held in New York City, October 1 to 
5, inclusive. That gives an idea of the 
scope of the work being done by the 
council which, in a comparatively short 
time, has grown from a handful to an 
organization of world-wide leadership 


THE 


- 
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with more than 4,500 members represent- 
ing 153 different kinds of industries, 
government departments, educational in- 
stitutions, libraries, chambers of com- 
merce, community safety councils, insur- 
ance companies, automobile clubs, miscel- 
laneous national, state and local profes- 
sions, trade and business organizations 
and public spirited citizens. Over a hun- 
dred separate meetings will be held, there 
will be more than 300 speakers, many of 
them widely recognized as the highest 
authorities on the subjects they will dis- 
cuss, and it is expected that there will be 
at least 6,000 persons from all over the 
country attending the sessions. 

Many members of what are termed 
by themselves with pride, and occasional- 
ly by others with derision, as the intelli- 
gentsia have indignantly denounced in 
essays, novels and plays the harm to our 
souls that has been done by the age of 
machinery in which we live. But all of 
us have been greatly benefitted as to our 
manner of living by the products of this 
same age of machinery and, though we 
frequently groan for the lost joys of a 
simpler era that is forever past, few 
would care to return to the time when 
tallow dips and whale oil furnished 
illumination, there were no bathtubs and 
nails were forged by hand. 

But while the intelligentsia denounce, 
more than they suggest, common-sense 
and practical ways of reform, another 
group of men and women, deploring the 
tremendous loss of life and the great 
number of bodily injuries that resulted 
from the ever growing employment of 
machinery, turned to a solution that was 
not based upon ranting and absurd criti- 
cism, They recognized that the machine 
age was here, that it had conferred upon 
civilization countless benefits and also 
that for the injury to body and the 
destruction of human life it caused there 
must be remedies, remedies that would 
not retard its good uses, but would tre- 
mendously decrease its possibilities of 
such evils. 

Volumes would be needed to give even 
a synopsis of all that has been accom- 
plished along the line of this death and 
accident prevention work. The insur- 
ance companies have taken in it a most 
noteworthy and commendable part. The 
fact that they may be said to have in such 
work an ulterior motive in no way de- 
tracts from the credit they should receive. 
The National Safety Council, always en- 
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couraged and financially supported in no 
small part by the insurance interests of 
the country, deserves the highest praise 
for what it has done and what it is do- 
ing. Its annual convention next month 
in New York marks a memorable mile- 
stone in its splendid career. Its ac- 
complishments have been great and its 
future of ever-increasing usefulness ap- 
pears to be beyond question. 





LIMITED POLICIES ARE LIMITED 


NE of the resolutions adopted by the 

National Association of Insurance 
Agents at its recent annual convention 
was, in part, as follows: 

The plan of offering limited insurance con- 
tracts as premiums for newspaper or magazine 
subscriptions or for any other secondary pur- 
pose, cheapens the institution of insurance. 
When claims arise under such policies, and dis- 
covery is made of their very limited coverage, 
there is created in the public mind the thought 
that all insurance is to be gauged by such 
limitations, thereby creating an unfavorable im- 
pression of the whole business of insurance. 

The cynical man might say that the in- 
surance agents naturally are opposed to 
anything that would make it possible for 
insurance to be obtained through any 
other source than their efforts, upon 
which the agents naturally receive com- 
missions, and so they endeavor to stop 
such things as the newspaper premium 
policies. Perhaps the best thing would 
be to ask the man who had one, and tried 
to collect what he considered a reasonable 
return under the coverage in case of an 
accident. Some may be satisfied with the 
results but we are inclined to think that 
many have not been. 

An investigation into the provision of 
$1 accident policies has just been begun 
by the insurance commissioner of Mary- 
land, and it may be that the agents’ action 
will have its effect on this. The public 
deserves “protection that protects” and 
clarification of the policies will do much 
to accomplish that desideratum. 

What effect the action of the National 
Association of Insurance Agents will have 
upon this type of insurance remains to 
be seen. 


Hartford Accident and Indemnity Issues 
Air Route Map 

The Hartford Accident and Indemnity Com- 
pany of Hartford has issued a map of the 
United States showing the air mail routes. Not 
only are the routes operating shown, but also 
routes awarded, but not yet operating, routes 
proposed and foreign mail routes. Naturally 





the foreign mail routes are few, those shown 
being from Key West to Havana, from Seattle 
to Victoria and from Laredo, Texas, to Mexico 
City. Time tables of various routes are also 
given. 


President Coolidge to Receive Advertising 
Men 

George Crosby, secretary of the Insurance Ad- 
vertising Conference and chairman of the com- 
mittee on the program for the annual conven- 
tion to be held at Washington, D. C., October 
1, 2 and 3, has received information that Presi- 
dent Coolidge will receive the members of the 
Conference at the executive office in the White 
House, October 3 at 12:30, 


Midget Attack on Inter-Southern Life 

A four-page insurance sheet, issued from 
Philadelphia, has published a sensational article 
concerning what it terms “bootleg life insur- 
ance” companies and says that some of these 
are reinsuring business with the Inter-South- 
ern Life Insurance Company of Louisville. Two 
of the organizations mentioned by the insurance 
sheet involved are the American Benefit Casu- 
alty Insurance Company of Springfield, Ill, 
and the American Benefit Life Association, 
also presumably of the same city. The sensa- 
tional article says that these concerns “prob- 
ably exist on paper alone.’ The Insurance 
Year Book, published by The Spectator Com- 
pany, gives data on the former in the Casualty 
volume (pages 419 and 431) and on the latter 
in the Life Insurance volume (page A418). 
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Pioneering 


Progress always requires pioneering. 
steps, must lead in the exploring of new fields, must ‘‘go before and 
remove obstacles for those who follow.” 


In ‘order to fulfi! its obligation to humaniy, life insurance must seek 
new ways of service, in addition to extending the old. And so it 
must have pioneers. The New York Life has always recognized this 


Many years ago this Company undertook to pioneer in the field of 


After a long and intensive study of declined cases, it found that spe- 
cial rates could be calculated, permitting, with safety, the acceptance 
of many risks which previously had been rejected. 


On July 1, 1896, the Company issued its first sub-standard policy. 
Since then, the writing of insurance on impaired lives has been a part 
of the New York Life’s regular service to the public, and has grad- 
ually been adopted by a majority 


Today, Nylic Agents are enabled to ob- 
tain insurance for approximately three 
out of every five clients who other- 


NEW YORK LIFE INSURANCE 


DARWIN P. KINGSLEY, President 


Someone must take the first 





New Home Office Building now being 
erected on the site of the famous 
old Madison Square Garden 
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LIFE INSURANCE 








LIFE PRESIDENTS’ ANNUAL 
MEETING 


Sessions in New York on December 13 
and 14 








CHANDLER BULLOCK CHOSEN 
CHAIRMAN 





George T. Wight Outlines Scope of Con- 
vention’s Theme 

The Association of Life Insurance Presidents 
will hold its annual meeting at the Hotel Astor, 
New York city, on Thursday and Friday, 
December 13 and 14. The theme of the conven- 
tion will be “Strengthening National Unity 
Through Business” and it will be shown how 
business, by its manifold activities, adds to the 
nation’s stability and prestige. 

Chandler Bullock, president of the State Mu- 
tual Life Insurance Company of Worcester, 
Mass., has been selected as chairman of this, 
the twenty-second annual gathering of the As- 
sociation. Among the subjects for discussion 
are mortality trends, expansion of group life 
insurance, public welfare work, analysis of 
security holdings of life insurance companies, 
etc. George T. Wight, manager of the Presi- 
dents’ Association, has outlined the scope of 
the meeting as follows: 

American business, with increasing effective- 
ness of effort, is doing much to cement govern- 
mental, social and economic American. Units 
of industry and busines once confined to 
small local areas are now national in scope. 
Interest which formerly seemed in conflict now 
co-operate in joint endeavors for the common 
good. Rail and water transportation, the auto- 
mobile, the telephone, the telegraph, the news- 
paper and now the radio and the airplane, have 
each contributed largely to the linking up of 
the most remote frontiers of the land with all 
other sections of the country. A survey of all 
these vast developments of expanding business 
and social interest tying up section with section, 
with a resulting broadened vision of national 
problems, presents a background for the gen- 
eral and specific discussions at our convention. 


Harry Jacoby Agency Wins Inter-Agency 
Contest of Home Life 

Harry Jacoby’s agency at 1440 Broadway, 
New York city, won the Inter-Agency Summer 
Contest of the Home Life of New York, hav- 
ing secured the largest amount of new pre- 
miums to agency allotment for July and August. 

Mr. Jacoby .will be presented with a beauti- 
ful silk banner at a dinner to be tendered to 
the agency by the company. 

The winning of this contest brings to notice 
the rather remarkable progress which has been 
made by this new agency under the leadership 
of Harry Jacoby. Mr. Jacoby was appointed a 
general agent of the company on June 1, 1927. 
Already he has thirty agents and has taken 
eighth place in actual production among all the 
agencies of the company this year. 


INSURANCE YEAR BOOK 
FOR 1928-1929 





This Huge Encyclopedia of Insurance 
Is Published in Three Great 
Volumes 





56TH ANNUAL ISSUE 





Tremendous Expansion of the Insurance 
Business Is Demonstrated in These 
New Volumes 
The Insurance Year Book for 1928-1929 has 
been published by The Spectator Company, the 
current volumes constituting the 56th annual 
issue of that most comprehensive reference 
work, which has been recording the progress 
of insurance for well over half a century. The 
Year Book has grown from a small initial vol- 
ume of about 100 pages to three volumes, con- 
taining over 3800 pages, the information given 
therein having kept pace year by year with 
the growth of the insurance business, and the 
successive yearly isues constituting a perma- 
nent record of the astounding progress of in- 
surance in the United States during the past 55 
years. In that period The Insurance Year 
Book has been regarded as the standard source 

of information and statistics. 

One volume is devoted to life insurance, an- 
other to fire and marine insurance and the third 
to casualty, surety and miscellaneous insurance. 
These volumes are widely recognized as being 
indispensable works of reference for the use 
of every insurance man. 


Tue Lire VoLuME 

In the volume devoted to life insurance there 
are over 1300 pages of information, which has 
been compiled and collated from authoritative 
sources. This great volume is in two main 
sections, the first of which deals with historical 
reports of the various companies and the sec- 
ond with statistical data. The first section 
contains a running account, presented in very 
readable form, of every old line life insurance 
company in the United States. This matter in- 
cludes a synoptical history of each organiza- 
tion, embracing details of its incorporation, and 
such other features of its history as are of gen- 
eral interest, not only to those engaged in the 
insurance business, but also to the purchaser 
of insurance or investor in insurance stocks. 
There is also an analytic description of each 
company’s general administration and the repu- 
tation which it has achieved through its mana- 
gerial conduct. 

The statistical section presents the statutory 
requirements of the several States and terri- 
tories, giving a synopsis of the laws in rela- 
tion to the admission of life companies, and 
also of assessment organizations and fraternal 
orders. 

In this section the huge business transacted 

(Concluded on page 23) 
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EVERETT M. ENSIGN QUITS 





Trustees of National Association of 
Life Underwriters Accept His 
Resignation 





HAS SERVED OVER TWENTY YEARS 





President Paul F. Clark Makes Announce- 
ment Following Special Session of 
Board Early This Week 

“President Paul F. Clark of the National 
Association of Life Underwriters, announces 
that Everett M. Ensign, assistant managing di- 
rector of the Association, has tendered his resig- 
nation, and that by mutual agreement it has 
been accepted by the board of trustees, to take 
effect on March 31, 1919, 

In accepting Mr. Ensign’s resignation, the 
board of trustees wishes to record its appre- 
ciation of his long and faithful service to the 
National Association and to Life Association 
News.” 

The above terse announcement was made at 
the New York office of the Association on 
Tuesday of this week, following an all-day 
session on Monday of the board of trustees. 
The meeting was especially called to consider 
the resignation of Roger B. Hull, managing 
director of the Association, which has been 
tendered but has now been withdrawn. Rumors 
of an estrangement between Mr. Hull and Mr. 
Ensign had long been current and it is known 
that both the old and the new boards of trustees 
considered the situation very carefully before 
the adjournment at Detroit. It was believed 
then that matters had been adjusted but sub- 
sequently Mr. Hull tendered his resignation. 

Mr. Ensign has been with the National As- 
sociation of Life Underwriters for more than 
twenty years. During most of that time he 
served as executive secretary and editor of Life 
Association News, the monthly organ of the 
National Association, which he built up to an 
important position in the insurance journalistic 
field. He is known to be a hard worker and 
was well versed in the conduct of the varied 
activities of the Association but did not seem to 
be willing to work harmoniously with his senior, 
Mr. Hull. 

It will be recalled that Mr. Ensign was also 
opposed to the policies of William F. Searles, 
who served the Association for a time in a 
capacity similar to that of Mr. Hull, but who 
subsequently resigned and joined the National 
Life Insurance Company of Vermont as an as- 
sistant agency director. 


B. R. Murphy Joins Mellor & Allen 

PHILADELPHIA, PENNA., September 25.—B. 
R. Murphy, estate analyist and pioneer in. that 
field in the country, has joined Mellor & Allen, 
Inc., of Philadelphia. 
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N. & E, FLORIDA 


R. F. Valentine, Manager, 
2152 Boulevard Place, 
Jacksonville, Fla. 


S. W. FLORIDA 


Wm. E. Hand, Manager, 
114 West Magnolia St., 
Lakeland, Florida. 


SOUTHERN INDIANA 


Kirk & Walker, Managers, 
215-16 Liberty Bank Bldg., 
New Albany, Indiana. 


MARYLAND 


Louis J. Myers, 
613 Court Square Bidg., 
Baltimore, Md. 
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WHAT ee YOU CONTE TO THIS MONUMENT 2 


Good Openings for General 
Agents in Maryland, New Jersey, 
Delaware, and Southeast 
Virginia 


FOR OTHER TERRITORY WRITE OR WIRE 


OKLAHOMA 


J. Virgil Hoover, Manager, 
309 Perrine Bldg., 
Oklahoma City, Okla. 


MISSISSIPPI 


B. R. Kuykendall, Manager, 
Delta Counties, 
Drew, Miss. 


W. D. Ratliff, Manager, 
Eastern Mississippi, 
Pythian Castle, 

Jackson, Miss. 


ESERVE LOAN LIFE 


INSURANCE COMPANY : alead 
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PERCENTAGE OF ACTUAL TO EXPECTED MORTALITY—1913-1927 


(Copyright, 1928, by The Spectator Company, New York) 







































































































































| | 1927 | AVERAGES* 
COMPANIES .913 | 1914 | 1915 | 1916 | 1917 | 1918 | 1919 | 1920 | 1921 | 1922 | 1923 | 1924 | 1925 | 1996 1913 ; 1918 } 1923 | 1913 
| Expected Actual 1927 | to to | to | to 
1917 | 1922 | 1927 | 1927 
poo eer wae ae 64.11] 72.68] 71.96] 80.20) 69.37] 99.62) 66.01) 62.27| 54.65) 59.10] 68.72] 63.95| 61.32] 64.44] $32,660,779] $21,022,985] 64.36] 71.84/ 64.91] 64.29] 68.80 
American Central.............---- 48.81| 58.88) 64.32 54.08] 49.66|103.82) 62.62) 46.11) 52.17) 42.28) 46.86] 50.40) 48.40] 62.89] 1,924,396] 1,147,862] 59.67} 54.99] 58.61] 54.58] 55.73 
fT ER eer 53.51| 52.20| 66.64) 51.90| 42.80/106.07| 49.11] 55.48| 42.81] 36.24) 38.25| 52.45) 42.89| 57.40 ‘1,282,867 621,175} 48.43] 52.50} 52.93) 49.75] 51.08 
Bankers of Nebraska.............. 34.79| 44.15| 29.73] 35.42] 37.53| 93.65) 46.79) 42.23) 30.18 39.19] 39.86] 35.38] 38.87| 32.95] 1,023,856 371,731] 36.30| 36.24| 47.99| 36.52] 40.41 
Bankers Reserve. ..........-.++++ 38.31| 39.32] 41.90) 33.90] 89.14| 52.26] 39.65| 38.59] 43.20) 49.21/ 37.08 49.11| 46.81] 1,050,614 420,707} 40.02} 41.18] 48.84] 44.33] 45.21 
DaMAMAMAU TANG... ons 5 wcisasccuneec 33.52| 34.54| 47.10) 31.15) 68.47|131.41| 83.72] 53.13) 47.56) 54.83) 44.62] 46.41) 28.56] 40.13 407,589 176,910] 43.40] 44.15) 71.20] 41.48] 51.61 
WRN oo asso oc, caccchcaees 56.33| 92.78| 89.58) 69.02) 62.78| 92.82) 76.66] 69.54) 63.63) 51.32) 71.98] 58.93) 63.60) 62.66)  1,922,744/ 1,035,137] 53.82} 73.95] 69.02] 61.83] 66.94 
Onin late folios cvdcded es .16| 72.40| 77 93) 87.12] 76.05| 99.69) 56.19] 54.61) 49.45) 51.21) 53.28) 41 77| 41.20) 56.28} 6,841,011} 3,701,873) 54.12) 64.06) 52.52] 49.86) 61.76 
Central Life, Iowa...............- 37.97| 32.47| 38.02) 36.02] 34.90/126.15| 62.51) 50.78] 33.02) 34.88) 33.28] 38.05 37.98] 37.79] 1,629,796 515,620] 31.63} 35.78] 52.00] 35.66] 41.22 
Colma: OWMO.;.«..6scc0c0ses0 52.49] 53.84| 35.19] 56.15) 70.43| 81.92) 48.88] 48.07) 50.16) 45.95) 63.58] 78.74| 55.63/ 60.04 165,684 129,767| 78.33] 54.47| 53.92] 67.18] 59.46 
Columbian National.............. 52.61| 54.74) 63.02] 46.29) 51.90|100.26) 54.70) 48.08) 35.48) 57.26) 58.20) 52.28) 51.11] 64.19] 2,142,432} — 1,060,116] 49.49] 63.68] 55.88] 54.96] 55.02 
Connecticut General.............. 49.41] 45.74} 69.21) 64.08) 46.73/107.82| 54.11) 55.18) 57.35) 53.74| 52.72) 49.05) 51.36] 55.04; 9,380,051] 4,654,044] 49.61] 55.14) 60.60] 51.57] 54.26 
Connecticut Mutual.............. 72.19] 62.40} 70.51) 63.71| 58.61) 87.25) 66.04) 61.68) 57.94) 47.83) 49.41 46.43] 46.28) 52.65] —7,159,357| 3,737,215] 52.20) 65.40) 62.61] 49.63) 57.05 
Continental American Life, Del. . ..| 21.95] 23.40| 52.34| 40.80) 25.92/126.67| 54.82] 44.94) 36.37/ 48.25) 59.26) 25.08] 42.56! 69.06 672,280 196,590] 29.24] 32.88] 62.21] 45.04] 46.71 
Mauilablo No Vow. ssc viscessoove 73.75| 74.40| 76.57| 75.96] 70.95|101.81) 71.24) 61.51) 52.89) 58.22) 56.12) 54.08) 52.15] 54.18) 59,658,846] 32,220,157] 54.00) 74.24) 66.34] 54.00] 61.54 
Equitable of Iowa. ............++- 38.23] 33.80) 33.04] 43.07) 35.62| 96.70] 48.67] 46.97| 34.74] 40.31) 44.52) 34.95) 30.55| 35.20 329,009} 1,470,112} 33.95] 36.93] 49.07| 35.43] 39.78 
Weta Ual6 oo. scsc csc seonvaes 53.57] 69.42| 32.61/ 49.30) 50.78| 96.50) 58.74) 47.41, 52.09) 57.56) 46.60) 48.86) 52.82] 44.97 945,549 22,008] 44.68] 51.41] 59.68] 47.16] 51.78 
Fidelity Mutual.................. 79.91| 88.92| 88.95) 90.86 69.59/117.49| 72.32) 67.84) 59.45, 57.10| 59.59) 60.70) 54.94) 57.69| 3,578,755] 2,101,641) 58.74) 83.59] 72.40) 58.25) 71.08 
Wann Baloo ois's size pone canes 60.58| 66.62} 65.24) 64.15) 66.80] 86.74) 64.24) 49.82) 44.63) 52.77) 50.31| 53.56| 55.32) 51.70] 1,933,622 977,669| 50.55| 64.78] 56.79] 52.26] 55.90 
Chidtanty Vale, <2 5s sccvescieccs 93. 03| 26.64| 26.11] 34.95 37.14| 96.72] 44.65] 40.92] 36.67) 40.23) 45.48] 29.08! 17.05) 22.68 403,369 120,790] 29.95} 30.57] 47.16] 27.63] 37.08 
Guardian of America.............. 66.12) 73.58] 66.62) 61.05} 71.50/109.23| 66.56| 54.82) 46.59) 56.48) 52.02) 49.64| 53.33) 49.71) 3,236,439] 1,550,281] 47.90} 67.78] 65.02] 50.34) 58.91 
Home, New York.............--- 62.25] 67.04] 69.46) 64.89) 54.65/105.98) 64.40) 57.39) 53.44) 62.86) 56.05) 62.40) 58.84| 54.65) 3,015,090] 1,651,886] 54.80) 63.48] 64.23] 58.03] 60.76 
lin “oe Slept 68.02| 64.80} 57.41) 73.63] 58.16] 87.21) 61.72] 56.68| 51.22| 46.16) 49.16 42.82] 45.77| 45.29 1,633,274 1| 48.96] 64.32] 59.12] 46.38] 54.54 
Indianapolis Life...............-- 23.20] 36.18} 35.20] 30.79] 54.32) 91.40] 49.53] 51.18] 26.79) 35 70| 26.88] 42 72| 40.47| 38.60 573,529 221,109] 38.56] 37.78] 45.13] 37.86| 39.87 
Kansas City Life................- 40.09| 52.74) 55.78) 52.64) 44.86/101.66, 57.30) 48.77) 39.58) 40.32) 65.08) 34.09| 40.92) 40.72} 3,226,165 1,419,766] 44.02) 49.13) 54.15] 53.35] 46.47 
LaFayette Life, Ind............... 42.91) 38.45| 63.35] 44.35] 61.10] 57.70| 56.56] 23.52) 45.97) 45.02) 46.08] 45.20] 40.74| 41.14 218,115 '726| 62.22} 50.11] 44.84] 47.50] 47.27 
Taine AL Oo ee he, oe 47.21| 63.94| 72.37] 43.14] 48.84/121.00] 61.08] 67.95| 41.34! 49.74) 55.16] 37.95| 46.26] 51.90 434,582 272,309] 62.66| 55.10) 68.22] 50.78] 58.03 
Lincoln National. ..............-. 28.12] 44.48] 34.85] 47.47) 31.84| 98.40) 47.88) 47.26] 37.56) 41.99) 55.61) 44.99/ 47.60) 52.02) 5,994,984) 3,521,861] 58.72) 37.17] 47.96) 51.97) 50.60 
Manhattan........... .| 70.97| 92.16} 84.58) 83.40] 85.75)/107.62| 73.83] 67.91) 70.80) 76.05] 65.79] 73.34) 62.78] 78.68 691,261 538,812| 77.92| 83.26] 78.64] 71.64] 77.83 
Maryland.......... 53.41| 82.94) 65.02) 65.93) 51.44/115.30) 80.80] 47.14) 62.15) 57 64] 61.92) 44. 19| 61.58] 50.63 176,074 83,719] 47.54] 63.52) 71.26] 53.07| 62.12 
Massachusetts Mutual 66.80 68.83) 64.75| 56.71) 91.29] 57.21) 57.63) 47.17) 52.86] 49.77| 50.00) 47.66] 50.68} 14,493,986] 6,912,416] 47.70] 61.76) 58.96) 49.10) 54.46 
Midland Mutual... 25.69| 48.57| 17.70) 41.59| 31.72) 75.01) 55.65) 42.15) 31.73) 32.29! 27.49| 32.21] 42.93| 25.87 745,913 369,030} 49.48] 33.54) 43.84] 36.63] 38.33 
Midland Nat’la... ""| 37/g9| 44.67] 29.12) 40.30] 27.32/117.76) 53.93] 36.11) 25.35) 46.79] 45.30] 30.48) 21.63] 60.12 254,245 102,889} 40.48] 35.84] 55.98] 39.60} 43.80 
Midwest, Neb....... "| 46.65] 23.11| 39.72) 40.73] 27.31/111.86| 35.26] 45.19] 35.91) 26.93] 25.94! 27.89] 31.62) 29.29 248,506 89,827| 36.15] 35.50} 51.03] 30.16] 38.89 
Minnesota Mutual..... _.| 54.15] 62.80] 70.22} 68.07] 56.76) 99.18} 60.26] 48.23) 44.60) 47.32) 53.75) 49 .54| 52.36] 50.88) 1,363,869 546,399] 40.05] 62.38] 56.41) 47.62] 03.39 
Missouri Stata... . ..| 55.25] 62.91) 57.73] 55.23) 55.25/115.22) 64.80) 54.96) 48.49! 52.42) 53.94) 55.80] 54.82| 58.58) —7,087,147| 4,165,754/ 53.91) 57.16) 61.81) 56.72) 58.16 
Mutual Benefit... ‘| 58.06] 62.21} 56.37] 62.70) 51.35) 86.68) 60.76) 52.24) 48.69) 45.00) 53.24) 55.75| 48.64] 53.44) 22,671,705] 11,372,390] 50.16] 57.92] 56.54/ 52.08) 54.60 
Mutual, New York. ..| 75.40| 75.04) 73.54) 75.68] 71.62) 95.70) 63.01] 66.74) 56.45) 59.83) 63.40) 56.26| 52.85] 51.42) 41,120,845) 22,393,854) 54.45) 74.22) 67.00) 55.33) 63.32 
Mutual Trust..... *""}113767| 70.96} 72.82) 74.31] 59.49/114.30| 48.35] 58.46) 44.65) 49.17) 48.16] 50.52) 49.18] 46.42) 1,243,565 545,722] 43.90] 75.49] 58.03] 47.40] 55.26 
NaGonslchU. 8. A.............03 73.25| 62.20] 64.03] 63.07| 67.44/116.46| 68.06] 64.82] 54.20) 57.75] 48.22] 53.66| 52.13| 56.02}  2,427,653| 1,376,695] 56.71] 66.02] 70.38) 53.76] 62.02 
NaGonal Tale, : on. ciccccessss 5.88 58.02] 63.01; 65.86] 63.68) 63.66| 83.03] 63.23) 58.33) 51.72) 60.64) 49.85) 47.86) 49.90] 51.90] 5,337,789} 2,850,917) 53.41) 62.96} 62.38) 50.69) 56.21 
New England Mutual............. 56.85| 59.02] 61.88 62.96] 57. 78/100. 28] 53.13) 58.79) 43.55) 52.84) 46.69| 52.69| 45.88) 45.79) 10,125,880} 5,035,012] 49.75) 59.76) 59.29] 48.13) 53.78 
New Mees ee ase 72.77| 72.70| 73.42| 70.66] 70.82] 94.62) 78.62] 68.79) 56.24) 56.85) 55.59) 55.82) 53.72| 54.48) 60,279,700} 31,420,445) 52.12) 71.52) 69.22) 54.19) 69.08 
North American, Canada.......... 40.62| 54.87} 57.37| 88.00] 71.92/109.76| 55.79] 67.61] 40.18] 40.01) 48.78] 45.87| 39.05) 43.27) 1,453,417 1,647| 46.91] 62.57) 62.67] 44.77| 56.67 
Northwestern Mutual............. 54.48| 55.86) 60.31) 63.63] 54.26) 78.10) 57.06] 54.55) 47.72) 50.02) 50.21) 47.50] 47.40] 48.38] 37,839,590] 18,473,363) 48.81] 57.75] 56.17] 48.43) 52.84 
Northwestern National............ 27.87| 59.88) 52.47| 57.46) 53.61/119.20| 61.56) 53.30) 44.16) 41.79) 41.33] 38.51] 40.68) 45.36) 2,231,788} 1,028,608) 46.11] 59.43) 56.96) 42.64) 49.21 
Gedidental Cal... scvcescsse00ce- 42.90) 45.62] 43.64) 44.73) 46.58/111.06| 64.97] 49.02] 33.35) 35.93) 46.40) 49.01) 39.15] 44.14 936,200 493,751] 45.25| 44.94] 52.24) 44.53] 46.69 
RO ee ee 46.54| 43.85| 42.24) 34.07] 44.77| 79.94] 57.01! 40.68] 34.13) 31.11] 35.64] 98.00| 75.46] 47.19 580,726 254,568] 43.85] 42.29] 48.57] 46.02] 45.63 
AN oo enc ae satann 46.63| 17.43) 37.82| 31.43) 46.04] 77.30) 65.74) 35.48] 20.99) 52.43) 37.53) 36.44) 42.79) 55.00 396,810 208,210) 52.47| 39.00} 46.95] 45.76] 45.26 
Pisa Mitel... .. os cccnce 66.50| 59.76| 65.49) 58.06] 60.25/104.54) 63.58) 51.50| 54.27) 46.78) 47.85] 43.31| 44.68) 43.59) 6,135,103] 2,772,777| 45.20] 61.92) 59.62] 44.84) 51.84 
Weise MORIA 6... «oso coescecoewas 71.56| 73.12| 68.82) 76.75) 64.75/105.25) 68.44) 70.09| 53.05) 60.20) 61.48) 59.29} 53.53) 57.70; 18,415,874] 10,403,591] 56.49) 70.76) 69.23) 57.49) 63.98 
WRGEMIT AEBS cs occ ssecccenssestrs 44. 66| 31.06| 36.20] 23.40} 31.00| 82.37| 58.60| 41.98| 34.61) 29.02| 39.45] 30.70] 35.06| 44.02] 1,469,247 633,409] 43.12} 30.13} 44.11] 38.40] 40.35 
Philadelphia Life...............-- 35.85| 62.60| 78.82] 51.05] 72.89|106.21/ 73.61] 67.45| 76.91) 75.18) 63.98] 58.28] 62.82) 84.14 878,868 684,123] 77.84] 69.75] 78.20! 69.85| 72.72 
Phoenix Mutual................+- 68.81] 61.04) 71.20] 57.50) 57.22} 97.10] 61.31] 54.01! 49.26) 53.83) 54.02] 59.40] 49.55] 48.81) 5,176,885] 2,694,697] 52.06] 64.26) 60.68| 52.52) 57.07 
ee se roe “94| 46.12} 53.81) 29.52] 39.91/148.70| 48.38] 74.27) 42.14! 47.00] 33.47] 38.70) 24.85] 5 428 438,085] 48.44| 38.84 00| 48.93 
Provident Mutual................ .32| 46.20) 48.87) 50.60) 44.76) 88.17) 51.59) 49.37) 51.05, 42.78) 51.65) 48.61) 43.21) 49.21) 8,134,244) 3,517,496) 43.24) 48.06) 55.77| 46.97) 49.63 
Regi Os paca SESS 5 18.22} 49.26) 33.43) 43.47| 27.79] 75.69) 43.62) 37.15) 36.16) 39.53) 26.61) 39.01) 37.70) 33.72 309,739 123,592} 39.91] 34.97] 44.41] 35.60) 38.32 
a... irgmeenlee “45| 59.38} 59.46| 51.74] 58.45/101.85| 53.70] 54.23) 49.91) 49.33) 52.56) 49.38) 49.67] 55.43| 3,220,820} —1,670,037| 01.84) 56.56] 56.00) 51.87| 53.67 
LOMB soos ioscasuancont 66.85| 58.83] 60.84) 48.84) 68.04) 90.18, 59.35] 52.85) 48.85) 42.94) 40.94) 45.46] 48.37) 40.98 776,829 398,643] 51.31] 60.69] 56.13] 45.73] 51.98 
seca n f cai 11 ia 53.95 66.87| 59.00] 79.96/127.50| 61.99] 66.48| 45.37) 46.20) 45.51! 43.87| 49.55] 48.73) 1,305,750 543,136] 41.58] 63.38] 67.26] 46.02] 54.56 
Security Life of America.......... 65.19| 77.78| 32.26) 58.94] 72.29/113.93] 52.56) 62.85| 46.74) 48.50] 43.08) 39.57| 38.54) 51.86 468,435 282,476] 60.31) 61.51) 60.38] 46.77) 53.73 
Security Mutual, Neb............. 43.77| 49.58| 42.77| 33.81| 40.83/150.01| 46.51| 51.41] 28.17) 47.68) 21,48| 22 34| 26.87) 43.34 243,462 72,881] 29.93] 41.80] 58.78] 28.69) 40.85 
M j. 2) ea 73.93} 49.58| 81.46] 81.42) 71.62/111.39] 76.84] 66.01] 62.10) 64.05| 75.25] 74.97] 60.79! 72.16 874,554 615,939| 70.42] 79.30| 78.45| 70.64] 74.76 
Pe ocean 40.02| 58.67) 43.63) 74.94] 53.04| 79.36] 63.09] 52.09) 40.35] 27.44) 55.33] 51.74| 20.37] 45.95 295,306 154,706| 52.38} 54.74) 49.98] 46.17] 48.61 
SeaWaves 53.80] 68.30] 51.82) 44.23] 52.92] 95.62] 41.66] 58.25) 58.75| 49.62) 38.70] 48.63] 46.48] 44.65 643,713 346,749] 53.86] 57.69] 59.13] 46.97) 52.11 
ee Re nay ed Se 46.66| 46.38} 36.93) 36.89] 53.39] 99.67] 60.82] 54.44) 38.07) 45.91) 41.28] 42.19] 42.66] 40.49} 1,839,969 770,482) 42.14] 45.10] 54.15) 41.86| 45.26 
TIE eRe ar ee 88! 69.07} 55.13) 68.20] 65.14) 90.84] 72.39] 72.22) 47.88) 51.91) 55.29] 45.32) 52.93) 65.22) 2,410,273] 1,082,748] 44.$3]) 64.89) 64.92) 52.29) 08.76 
State Mutual, Mass.............- 58.41] 66.55} 66.51) 71.36] 47.27| 84.25] 70.01] 56.34| 52.73] 50.45) 56.98] 50.27) 47.55| 56.42) 5,244,015] 2,263,491) 43.15) 61.70) 61.10] 50.56) 56.19 
MOMMGIOND ss <cccocosassced 59.10] 40.00} 46.30) 58.80] 68.65| 63.70/126.00| 81.68] 46.48) 55.28) 53.01| 38.84| 64.53) 62.79 119,423 42,409| 35.52| 54.57| 74.63] 49.42] 59.54 
7S i lel ae 69.45| 70.02] 73.41| 82.06] 88.20/113.57| 86.74] 74.12) 55.91] 49.05) 67.90] 64.16] 55.84) 60.10) 14,553,232) 8,437,528) 57.99) 76.63) 75.87] 61.19] 71.23 
“ft A eens AEE Beet 76.55| 78.35| 74.78| 78.10] 48.39|110.46| 64.66] -52.82| 31.68) 50.94) 50.30] 47.16] 40.57| 43.73 262,781 121,035] 46.05} 70.38| 55.70] 45.19| 52.71 
ae ee eS 53.45] 53.81] 65.54| 59.35 98.16| 56.68] 53.84| 50.56] 50.20) 49.14) 48.89] 50.35) 52.02} 39,155,276] 21,532,548] 55.00) 57.24) 57.06) 51.49] 53.47 
ahaa dtavteadsicees 50.68| 55.20} 61.49] 61.22] 56.38} 89.25] 63.59] 56.02| 52.70] 58.61) 49.78] 56.43) 52.83) 52.12) 13,933,595] 6,908,657) 49.59] 57.29] 62.15] 50.99) 55.64 
ERORRERBRE € 67.10| 65.10] 59.84! 79.70] 71.05| 80.84) 69.58] 68.18) 70.28] 62.03) 68.88| 60.20] 69.07| 56.88 827,218 587,285| 71.00} 68.55] 69.97] 65.28) 67.81 
EEE: 70.75| 70.02| 89.32| 74.83] 76.16| 93.37) 94.26) 82.14) 78.56) 73.91| 72.58] 85.48) 38.59] 73.30 343,437 227,064| 66.14} 76.14] 84.60] 65.68| 74.96 
eer Se 60.08| 58.71] 57.15| 57.96] 55.53| 97.73] 83.24] 66.55) 59.88] 50.89) 58.74) 56.18| 49.59| 56.71] 1,021,636 550,014| 53.82| 57.60) 69.44] 54.72] 59.29 
Bebe see cee eS 32.38] 30.62| 37.60| 34.13| 44.66/104.33| 64.34| 79.88] 55.56) 35.45} 38.46] 59.78) 43.62| 69.12 789,676 513,345] 65.00| 36.84| 63.56) 56.29] 55.69 
EAE. 72.26| 98.81] 56.17| 40.51| 52.77) 92.29] 35.55] 51.69) 41.79] 39.65) 46.75] 39.75) 55.68) 28.10 148,740 46,652| 31.37| 64.10) 52.07) 41.92] 52.69 
Averages. .... Pe re 66.09| 68.66] 68.40| 68.86] 63.35) 95.12] 65.21) 61.30) 51.73) 53.56 as 62.75| 50.88| 53.26] 499,033,981} 262,989,201| 52.71) 67.07] 65.38| 52.86] 61.77 
_ Industrial Companies i 
American National, Tex...... 90.91/103.89| 99.82] 81.26] 91.64/130.79| 82.66| 77.53] 63.68] 61.25] 65.70 68.02] 42.53] 56.32) 2,997,279] 1,866,587] 62.26) 92.56) 77.45] 56.90) 66.62 
Baltimore Lite........ 104.78|100.05|100.88| 99.20/104. 80/170. 71/100.87| 88.68] 84.67| 85.48| 97.70 94.60] 76.76] 83.84 796,729 624,453] 78.38] 101.86] 101.72| 84.8 : 
Boston Mutual f.. 103.38|100.12| 95.84|107.18| 98.56/142.05| 93.08] 94.53) 62.54) 51.68] 69.14) 80.00) 81.78) 62.31 496,322 372,470| 75.06| 101.01| 88.77| 73.66| 87.81 
Colonial Life. N. J. 101. 47|101.05| 95. 12|103.24'109.01|160.38| 98.38] 92.66) 86.73) 90 47 94.77| 91.88| 99.52] 97.48 822,627 910,495] 110.68] 102.17] 102.95] 99. 14|100.96 
Commonwealth, Ky.............4| «see. (| Sale Saar Gere Pre 89.20] 62.46] 52.98] 64.32) 58.80; 59.60) 51.16] 50.01 756,008 400,474, 52.98] .....| ..... 54.51] ..... 
Home Life, Delaware............. 77.85| 73.84| 77.05| 70.21] 82.03|145.00] 73.68| 70.69] 62.06) 65.03) 66.53| 59.30) 53.44) 73.21 800,258 567,051] 70.85| 76.29| 77.74| 63.58] 69.58 
John Rts et eo 78.95| 75.86| 79.24) 79.08} 79.37|126.22) 69.07) 64.45] 56.54| 60.38| 61.46) 57.47| 60.72] 63.93|  27,780,248| 17,164,401] 61.78| 78.57| 72.31] 61.20) 67.98 
Lil Tek 0a: OF VElis o< vc oiccconcsce .04| 99.45) 96.05) 78.82) 83.49)1 73.93] 70.02| 59.15} 59.70| 61.01| 59.50) 59.40| 67.20} 3,284,525) 2,163,982] 65.90) 91.37| 77.11| 62.83] 77.10 
Pe eae “15| 89.75| 87.02] 89.10) 86.00/126.06| 81.48] 69.13] 56.32) 57.06| 59.89| 56.38] 56.87) 58.66) 135,899,808] 79,641,246] 58.60| 88.90) 73.04| 58.07| 66.81 
Mutual of Baltimore.............. 80.75| 88.74| 83.47| 88.68| 91.78/160.20| 76.12| 68.66] 81.11) 79.42| 88.22) 56.25) 55.35) 48.28) 1,252,693 523,295| 41.76] 87.52| 90.76] 51.68| 64.35 
ea 79.18| 78.74] 76.40| 76.92] 76.65\129.55| 74.62| 65.04] 56.75) 58.03| 60.17| 59.61| 59.76) 61.63 850,884|  60,878,751| 60.40| 77.46) 73.16| 60.37) 66.76 
Western and Southern............ 97.15| 74.04) 79.70) 88.49} 91.04)129.50) 84.14) 80.81) 69.04) 65.9) 72.11 64.87! 66.84) 68.83] 5,928,755] 4,060,160) 68.48) 86.06) 80.28) 68.19 73.54 
bli ot 86.41| 83.22| 81.58| 82.76! 81.52129.98| 77.32| 67.73! 57.11| 68.29| 60.70! 68 20! 58.4g160.71 281,666,136] 169,173,365| 60.06! 83.10| 58.08] 59.63] 66.94 














* In cases where figures for fifteen years are incomplete, all available figures are averaged. + Formerly Southern Life and Trust. 
a Formerly Dakota Life. t Ratios for years 1913-1921 incl. are for the average of ordinary and ial ratios. 
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Commissioners’ Convention Opens Sessions 
(Concluded from page 3) 

was well versed in the conduct of the varied 
activities of the Association but did not seem to 
be willing to work harmoniously with his senior, 
Mr. Hull. 

wrought through the co-operation of the Na- 
tional Convention. His recommendations in- 
cluded a plea for uniformity in laws and legis- 
lation and noted the crying need of a greater 
stability in the tenure of offices of the Commis- 
sioners. He said that, in the education of the 
public to the fundamental importance of insur- 
ance, each superintendent should take the initia- 
tive in his State. He advised a careful con- 
sideration of the paper of M. A. Freed of Wis- 
consin, on “Authorized Insurance” in order 
to guard against a most menacing evil. In con- 
clusion, Mr. Caldwell expressed simply and 
sincerely his appreciation of the loyal and cor- 
dial support he received during his term as 
chairman. In touching on the recent scandal 
Mr. Caldwell said briefly: 

The Commissioner incurs a weighty respon- 
sibility to the insuring public for the soundness 
of all companies admitted by him. 

The necessity of such regulation and super- 
vision, especially laws requiring periodical 
examinations of all companies, has recently been 
brought very forcibly to the attention of in- 
surance companies supervising officials as well 
as the insurance public, by a recent convention 
examination made of a company, which exam- 
ination brought out startling facts concerning 
the management—or rather mismanagement—of 
the company’s affairs, to such an extent that 
the business of the company was compelled to 
be reinsured and I wish here to commend the 
several supervising officials participating for 
the splendid service rendered by the way they 
handled the examination whereby they were 
abl to fully protect the interest of the policy- 
holders and stockholders as well as to estab- 
lish confidence im the great business of life in- 
surance. Notwithstanding the crookedness dis- 
closed in the management of the company by 
some of the officials—supposedly for personal 
gain—nevertheless even this did not affect the 
protection of the policyholders one dollar, prov- 
ing most conclusively the wisdom of strict laws 
and regulation as provided by all States. I 
dare say there is no other business that offers 
such absolute safety and protection to investors 
as does the great business of insurance, prin- 
cipally because of the strict supervision of the 
several States. 

The first formal paper was read by C. D. 
Livingston of Michigan, on “Interstate Insur- 
ance.” Mr. Livingston gave a very able and 
analytical address on the modern problem that 
is confronting insurance companies, agents and 
Commissioners—namely, proper and _ non-dis- 
criminatory coverage for interstate corpora- 
tions such as chain stores. 

He spoke highly of the plan formulated by 
the Eastern Underwriters Association and ad- 
vocated its adoption in principle and as a starter 
towards. the ultimate solution of this very im- 
nortant development. The discussion on Mr. 
Livingston’s paper, all of which was favorable 
to the promulgation of the plan, was participated 
by in George H. Thigpen, of Alabama, and 
William R. Baker, of Kansas. The paper on 
“Convention Examinations” was delivered by 
D. C. Lewis, of South Dakota, Mr. Lewis out- 
lined the history of the Convention examination 
whch was first adopted by the Convention in 





1909, and traced the great service it had been 
to the insurance interests, That it is the best 
standard for measuring a company is proved 
by the rarity of its falures; its success de- 
pends on the selection of competent, fair and 
unbiased examiners. Dan C. Boney, of North 
Carolina, and Ben Lowery, of Mississippi, who 
were to hawe discussed this paper had not re- 
ceived it in time for proper consideration but 
the papers or, rather, the subject received its 
full meed of discussion. 

Commissioner George C. Porter, of Montana, 
in a spirited talk, attacked the system of Con- 
vention examinations. He deplored the. con- 
stant examinations of a company by the same 
State examiners and indicated that he thought 
many examinations were made with results pre- 
determined. Other speakers included Commis- 
sioners Dumont of Nebraska and Dietrich of 
California. The latter closed the discussion 
by stating that in lieu of his scheduled speech 
he would lead a discussion on the International 
Life. 

Following the adjournment of the Monday 
morning session the convention, or that part of 
it which had an alter ego sought the wigwams 
of their fathers in the land of the Dakotas. 
There with their blood brothers, the Flat Feet 
Indians of the Northwest, in the deep and awe- 
some caverns of the rapid canyon in the heart 
of the Black Hills, did true and loyal braves 
of the Ancinet Pamunkey Indian Tribe hold 
their annual pow-wow and there performed 
these rites which were known to their fathers 
of old and which Pamunkeys still perform as 
a commemorative service to the gods of yester- 
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day. The ceremonies were in charge of Chief 
Plenty-Flesh Button and Chief Ever-Dear 
Tyrrell for the visiting Pamunkeys, and Chiefs 
No-Flesh and Spotted Crow for the natives. 
All who attended came back refreshed in mind 
and ready for the troubles of a too-long inter- 
vening year between conclaves. 

Tuesday was occupied entirely by the con- 
vention in an all-day motor trip to the North- 
ern Black Hills, including visits to Deadwood, 
Lead, the Homestake Mine (reputed to be the 
foundation of the Hearst fortunes) and Spear- 
fish and Ice-Box Canyons. Provisions were 
made for devotees of Izaak Walton to spend a 
short time in proving to their friends that the 
stories of their catches which they told last 
winter were more than lies and hallucinations. 
The gathering being non-political, both worms 
and flies were used. Whether or not due to 
Piscatorial prowress there was a trout fry at 
which all who attended were able to satisfy 
their appetite. 

On Wednesday, the trial of recreation and 
sight-seeing bore south through the hills with 
stops at Sylvan Lake, Harney Peak, Mount 
Coolidge. Rushmore and the noted Needles 
Road. At Sylvan Lake there was a Buffalo 
luncheon and at Game Lodge Inn an Elk Din- 
ner. There were no guns in evidence, so it is 
impossible to state that the hunters of the 
party had their outing, but it is possible to say 
that many of the party could shoot a buffalo. 
An elk would be different. 


Frank J. Mulligan, Jr., Joins George H. 
Beach Company, Advertising Firm 
Frank J. Mulligan, Jr., has left the John C. 
McNamara Agency of New York to take 
charge of an advertising and mail order claim 
department at the New York office of the 
Geo. H. Beach Company, Inc. Mr. Mulfigan 
entered the life insurance business in 1922. He 
was for a time the 42d street branch office su- 
pervisor and acting manager for Mowry & 
Rainmuhd, and later joined the John C. Mc- 
Namara agency. He was editor of the Bulle- 
tin, the monthly magazine of the Life Under- 

writers Association of New York. 

The home office of the Geo. H. Beach Com- 
pany is in Detroit with branches in Chicago, St. 
Louis, Grand Rapids and New York. It was 
established in 1906 and incorporated in 1916. 
It is the oldest independent life insurance or- 
ganization in the United States specializing in 
the analyzation of the estates of men of affairs. 
George H. Beach is the originator of the port- 
folio system of policy audits. 


Philadelphia Managers’ School Starts 
Today 

PHILADELPHIA, PENNA., September 25.—The 
Managers’ School of the Philadelphia Associa- 
tion of Life Underwriters, designed primarily 
to answer for general agents such problems 
as how to get agents, how to train them, what 
type of men make the best agents, etc., will get 
under way on Thursday at the Bellevue-Strat- 
ford. 

Hugh D. Hart, vice-president of the Penn 
Mutual Life, will be the speaker. His subject 
will be “Building the Agency.” 
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RELIANCE LIFE HITS $400,= 
000,000 MARK 





Company Has That Much Now in 
Force 





ACHIEVEMENT COMPLETED IN TWEN- 
TY-FIVE YEARS 





Organization Congratulated by United 
States Treasury and Labor Secretaries 
The Reliance Life Insurance Company of 

Pittsburgh is celebrating its twenty-fifth anni- 

versary and it is said to be the first company 

to put $400,000,000 of life insurance on its books 
in its first quarter century through the efforts 
of its own organization, without consolidating 
with another company or engaging in reinsur- 
ance business. A notice of the company’s 
achievement appeared in this paper last week. 
H. G. Scott, senior vice-president and secre- 
tary, has received letters of congratulation from 
Secretary of the Treasury Andrew W. Mellon, 


a aa 





Secretary of Labor James J. Davis, Arthur L. 
J. Smith, president of The Spectator Company, 
and Pittsburgh business men on the record the 
Reliance Life has established. 

The Reliance Life was organized in 1903 by 
the late Judge James H. Reed and his associates 
and is now a national institution operating in 
38 States. The home office is in the Farmers 
Bank Building. It attained its first $100,000,- 
000 life insurance in force in November, 1918, 
fifteen years after its organization; $200,000,000 
in February, 1921; and $300,000,000 in May, 
1925. 


160,000 Potrcy HOLDERS 

The $400,000,000 life insurance now in force 
with the Reliance Life is held in 180,000 poli- 
cies by 160,000 policyholders. These policy- 
holders would approximately populate a city 
the size of Birmingham, New Haven or Syra- 
cuse. Using an average of five persons per 
family, this insurance means potential financial 
assistance to 800,000 persons or more than the 
population of Pittsburgh. 








H. G. Scett, senior vice president and secretary of the Reliance Life Insurance Company of 
Pittsburgh, cutting the 145-pound watermelon sent to the home office by John H. Greene, 
supervisor of the Arkansas department of the company, in connection with the recent attain- 
ment of $400,000,000 life insurance in force. The melon, grown in Hope, Ark., measured 53 


inches around the middle and 62 inches around the ends. 


It was quite a mouthful. 


II 


Krom the $2,000,000 paid in capital with which 
the Reliance Life was organized, its assets have 
grown to more than $52,000,000. This com- 
pany is seventh, according to resources, among 
the great financial institutions of Pittsburgh. 
Three-fourths of these assets are invested in 
sound bonds that lend financial help in the opera- 
tion of railroads, public utilities, Federal, State, 
county and municipal governments and indus- 
tries. “The $400,000,000 life insurance in force 
represents a premium income of approximately 


$12,500,000 yearly. 


$151,000,000 AccwwENT INSURANCE 

In addition to its life business, the Reliance 
Life has in force more than $151,000,000 acci- 
dent insurance and $350,000 weekly indemnity 
health insurance. Its perfect protection policy, 
introduced in 1913, was the ‘first to combine 
in One contract protection against financial less 
through death, accident or disease. 

Secretary Mellon, a member of the original 
board of directors of Reliance Life, was among 
the first to congratulate the company on its re- 
cent achievement. In a letter to H. G. Scott, 
senior vice-president and secretary, he said: 

I am greatly interested in knowing that the 
Reliance Life Insurance Company of Pittsburgh 
has passed $400,000,000 of life insurance in 
force and has assets at the present time of over 
$52,000,000. As one who has followed the his- 
tory of this company from its beginning 25 years 
ago, I wish to express my pleasure at the pro- 
gress which the company has shown and to ex- 
tend to all the members of the organization my 
congratulations on the splendid record which 
has been made in bringing the company to its 
present standing in the business world. 

James J. Davis, Secretary of Labor, in a 
letter of congratulation, says: 

Upon my return to the office this morning 
from a short visit abroad, ‘I ‘find your teéle- 
gram awaiting me. I have read -with a great 
deal of interest that vyour company has passed 
the four hundred million dollar mark in the 
amount.of life insurance in force and I wish 
to-congratulate you upon your splendid achieve- 
ment. 


F. L. WELLS MADE PRESIDENT 
Heads Baltimore Life Underwriters Asso- 
ciation 

Battimore, Mp., September 24.—Friend L. 
Wells was elected president of the Baltimore 
Life Underwriters Association at the annual 
election of officers last week. Other officers 
were elected as follows: Vice-President, 
Charles C. Clabaugh;  secretary-treasurer, 
George S. Robertson; members of the board 
of directors, Henry H. McBratney, F. G. Lieb- 
erman, Fred L. ‘Mason, Jr., George A. Myer, 
A. W. Peake and Arthur E. Warner. 

The following were elected to membership 
in the association: Edwin C. Brockenbrough, 
manager Mutual Life .of Baltimore; Clayton 
Demarest, Jr., general agent of ‘the Atlantic 
Life; B. V. Frooks, general agent of the Lin- 
coln Life; James ‘R. ‘Glenn, special agent of the 
Massachusetts Mutual Life; J. Frank Gwynn, 
agent of the New York Life Insurance Com- 
pany; Perrin H. ‘Lowrey, manager of the Mu- 
tual Life Insurance Company of New York; 
and Joseph Reinhard, general agent of the 
Bankers National Life. 
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INSURANCE OFFICE ORGANIZATION 
MANAGEMENT AND ACCOUNTS 


By T. E. Young, B. A., F. R. A. S., and Richard Masters, A. C. A. 
Second Edition—Revised 


A valuable guide to the proper organization and conduct of an 
insurance company. Sets forth the best methods to be followed 
in the formation and management of an insurance company’s staff. 
Practical features of operation are comprehensively discussed, 
including the general principles of bookkeeping. 

Price, $1.75 





Physiology and Anatomy. By Dr. Harold Gardiner. A 
concise and clearly written treatise, with numerous illustrations. 
It also contains chapters on the common diseases and accidents 
(including industrial diseases), and a list of everyday medical 
terms. The book is designed particularly for insurance men and 
lawyers. 414 pages; cloth binding. 

Price, post paid, $3.00 


Principles of Insurance. By J. E. Exe. A book which 
will aid in a clear understanding of the principles and practices of 
accident, fire, marine and life insurance. 

Price, post paid, $1.50 





Accountancy. By Francis W. Prixiey. An entirely new 
work dealing with Accountancy from a theoretical and practical 
point of view. ‘The latest exposition of the science. 318 pages. 


Price, post paid, $2.25 





Dictionary of Fire Insurance. A Comprehensive Encyclo- 
pedia of the Law and Principles of Fire Insurance, and British 
and Foreign Practice. Edited by BERNARD C. REMINGTON, F. C. 
I. I. Contains contributions by prominent officials of fire in- 
surance companies and other experts. Subjects are arranged 
alphabetically and well cross-indexed. Important subjects are 
given ample space and full explanation, and a great amount of 
serviceable knowledge is presented in condensed form. 


480 pages, half leather binding, price, $8.50 





Dictionary of Accident Insurance. A new, Encyclopedic 
Work Dealing with the Principles, Law and Practice of Every 
Branch of Accident Insurance. Edited by J. B. WELSon, L.L. M., 
F.C.I.1., F.C.I.S Contains many contributions by well-known 
authorities on British Accident Insurance Law and Practice, with 
numerous forms and documents. In each particular section, sub- 
jects are arranged alphabetically. Covers all classes of insurance 
except life, fire and marine. 

814 pages, half-leather binding, price, $17.50 





Insurance. A Practical Exposition for the Student and Busi- 
ness Man. By T. E. Younc, B. A., F. R. A. S. Third Edition, 
Revised and Enlarged. A lucid, simple exposition of the princi- 
ples and practice of life, fire, marine and other branches of insur- 
ance. Adopted as a text book by Yale University. 

424 pages, third edition, price, $3.00 


Principles of Marine Law. By LAWRENCE DucKWorRTH. A 
knowledge of Marine Law is of the utmost importance to all those 
who are in any way connected with marine insurance or the ship- 
ping trade, and the volume covers all the essential features. 


Price, post paid, $2.25 





Office Organization and Management. By LAWRENCE R. 
DicKksEE, M. Com., F.C. A.,and H. E. Bhan. This volume gives 
in detail, with the aid of specially selected illustrations and copies of 
actual business forms, a complete description of management and_ 
organization under the most improved and up-to-date methods 
315 pages, cloth. 

Price, post paid, $2.25 
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ADOPTS CHICAGO COM- 
MISSION PLAN 


The Union Holds Annual Méeting at 
Manchester 








W. B. FLICKINGER ELECTED 
PRESIDENT 





Maintenance of Integral Western Agencies 
Seen as a Present Need 

The outstanding feature of the annual meet- 
ing of The Union held last week at Manchester, 
Vt., was the adoption of the Chicago and Cook 
county commission plan. The Union accepted 
and approved the report of the plan except as 
to suggested minor changes which its represen- 
tatives on the committee of nine were requested 
to submit and thereafter certify to the presi- 
dent and secretary of The Union the tripartie 
agreement as finally determined. Members of 
The Union hope that the suggested changes will 
be readily acceptable to the Chicago board and 
the Western Insurance Bureau. 

The Chicago committee, consisting of John 
M. Thomas, C. R. Tuttle and J. R. Wilbur, 
presented a comprehensive report which went 
into the entire history of the Chicago situation 
as well as the negotiations leading up to the 
submission of the Chicago commission plan. 

In his address, Retiring-President John M. 
Thomas made no recommendation for manda- 
tory legislation in spite of the fact that during 
the meeting there was considerable talk among 
members as to the necessity of maintaining the 
integrity of Union agencies in the West in 
view of the large number of non-affiliated com- 
panies which are entering that territory. 

Chairman W. H. Lininger, of the commit- 
tee on publicity and education, in his report 
emphasized the increasing co-operation which 
is being secured from chambers of commerce 
and State and national commercial organizations. 
The committee is co-operating with the com- 
mittee on public relations and education of the 
National Association of Insurance Agents and 
is supplying material for the monthly bulletin 
it is sending to its list of key men. Material 
has also been furnished for distribution at the 
fire prevention booths at a number of the State 
fairs and home building expositions, and over 
800,000 pieces of literature have been distributed 
during the past five months. A revised cata- 
logue of the committee’s publication has been 
issued. 

Officers were elected as follows: President, 
W. B. Flickinger, of Chicago, manager of the 
Western department of the Philadelphia Fire 
and Marine;. vice-president, J. R. Wilbur of 
Chicago, vice-president of the America Fore 
companies; secretary, Fred B. Luce of Chicago, 
manager of the Western department of the 
Providence Washington. Mr. Luce will also act 
temporarily as secretary of the government com- 


mittee, a position he has held since the death 
of E. B. Hatch. A successor to Mr. Hatch 
has not yet been selected. 

Mr. Flickinger is a veteran in Western 
fire underwriting dating back to the time when 
he was assistant general agent of the North 
America and the Philadelphia Underwriters un- 
der General Agent Downing at Erie, Penna. 
Later he had charge of legislative work in the 
West for The Union. 


NEW JERSEY PROGRAM 
Meeting of Agents to Be Held 
Tomorrow 

The annual meeting of the New Jersey Asso- 
ciation of Underwriters is to be held at the 
Hotel Ambassador, Atlantic City, on Friday, 
September 28. President Harry Godschall will 
preside. The program arranged is as follows: 


Annual 


MorniING SESSION—JAPANESE Room 
11:00 A. M.—Business session, including elec- 
tion of officers for the ensuing year. 
1:00 P. M.—Luncheon—Pompeian Grill. En- 
tertainment by the Bonnie Laddies. 


AFTERNOON SESSION—POMPEIAN GRILL 

2:00 P. M.—Address by C. E. Rickerd, ad- 
vertising manager of the Standard Accident 
Insurance Company, Detroit, Mich., on the sub- 
ject of Insurance Advertising. 

Address by Edson S. Lott, president, of the 
United States Casualty Company, New York 
city on the subject of Compulsory Automobile 
Insurance. 

Address by a representative of the National 
Association of Insurance Agents (name to be 
announced later) on the subject of Business 
Development through Five Year Development 
Plan. 

Address by William N. Bament, vice-presi- 
dent and general adjustor of the Home Insur- 
ance Company of New York on the general sub- 
ject of Insurance. 


American Agents and Brokers Hold Or- 
ganization Meeting 


PHILADELPHIA, PENNA., September. 25.—The 
American Agents and Brokers Association will 
hold its formal organization meeting Thursday 
night at the Adelphia Hotel when permanent of- 
ficers will be elected. 

Among the aims of the new association for 
the coming year are: 

1. The solidification of the country’s insur- 
ance agents and brokers into a single powerful 
group so that any attempts to attack the estab- 
lished insurance agency and brokerage system 
may be resisted. 

2. To protect the public from “wild-cat” and 
other illegitimate insurance companies, many of 
whom do an unauthorized business through the 
mails. The association will attempt to have 
Congress pass a bill dealing with the illicit sale 
of insurance through the mails. - 

3. Formation of an ethics committee to pre- 
vent bad practices and “cut-throat” competition 
among agents and brokers. 
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HITS AT MULTIPLE AGENCY 
PLAN 





George D. Markham Styles It “De- 
structive Practice” 





CALLS SOLE AGENCY THE CURE 





Past President of National Association 
Seeks Re-established Loyalty 


George D. Markham of St. Louis, past presi- 
dent of the National Association of Insurance 
Agents, spoke before the annual convention at 
West Baden, Ind., last week on the subject “Re- 
established Loyalty.” Mr. Markham made a 
vigorous attack upon the multiple agency method 
of business and called upon insurance to rid 
itself of what he asserted was a destructive 
and wasteful practice which has had “only a 
mere thirty years sway over us.” 

The National Association of Insurance 
Agents, he declared, must encourage managers 
to protest, and must bear witness that the rea- 
son for deficient loyalty among agents is the 
multiple agency abuse. The Association must 
assure the managers, he said, that the great 
body of American agents would welcome the 
return to the old-time, loyal, true agency rela- 
tion. 

Mr. Markam said that it was a great shock 
and scandal when the first company split up its 
agency, lured thereto by the belief that the 
newly-established rating machines were going 
to make rates high enough to cover any losses. 
He remembered, he said, that one manager 
said to him when he deplored the loss of the 
agent’s care in taking risks, “You send in the 
business, we'll do the underwriting.” Natur- 
ally, he continued, those fragments of agency 
appointments were not valued by agents as the 
sole agency had been, so the company soon 
had to “sweeten” them by increasing commis- 
sions where permissible, or by greater laxity 
in underwriting. One company after another 
followed in the steps of the original company 
that made the change, he said, and the multiple 
agency proved a wholly demoralizing invention, 
a destructive practice. He asserted that a dozen 
leading companies, together with the National 
Association of Insurance Agents, could ac- 
complish the reform desired, and he said that 
a large majority of managers are now convinced 
that multiple agencies never increased the total 
of premiums in any town, but only affected dis- 
tribution of that total, that a return to sole agen- 
cies, if universal, would not greatly change any 
company’s share, that the business would be 
done more safely and economically, that losses 
would be less, that adjustments would be closer 
and that the sole agents would defend the com- 
panies more zealously and would work for 
them in every way with old-time loyalty. 
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AGENTS GET UNDER WAY 





Opening Sessions at West Baden Con- 
vention 





PROGRAM ONE OF DEVELOPMENT 


Speakers Include E. A. St. John, Charles 
€. Younggreen and Terrence Cun- 
meen 


[Special Dispatch by a Staff Correspondent] 


West Bapven Sprincs, Inp., September 19.— 
The thirty-third annual convention opened here 
this morning with a registration of over 400. 
President Eugene Harrington, of Atlanta, Ga., 
who is retiring at the close of his second term 
in that high office, opened the convention, 
and, calling upoy Past-president A. W. Neale, 
of Cleveland, to take the chair temporarily, he 
delivered his annual address, in which was in- 
cluded the report of the administration. This 
report was printed in THE SpEcTATorR last week. 


The program of the Association this year 
is built around the theme “Business Develop- 
ment.” It also represents a departure from 
the usual methods at the agent’s meeting. In 
offering an explanation of this departure and in 
pointing out how the program would be devel- 
oped, R. P. De Van, of Charleston, W. aV., 
chairman of the Association’s executive com- 
mittee said: 


What you and I need above all else in our 
business is that we be genuine salesman. And 
I do not mean high pressure salesmen. The 
man who merely has read a book on salesman- 
ship psychology and knows the patter about ap- 
proach and sales resistence has no place in the 
insurance bus‘ness. That line may be very well 
for vacuum cleaner or sewing machine sales- 
men, but not for us. The average business man 
is bored to tears by so-called high pressure 
salesmanship methods. ‘What he wants is an 


intelligent analysis of his insurance needs, and 
a clear explanation of how they may be cared 
for. We do not have to talk down to our clients. 
They know very well that they should be in- 
sured—they want to be told what lines they 
need, and how they can buy them most econom- 
ically and with the least trouble to themselves. 

Remember, we are not selling a stock of 
goods—we are selling a contract, indemnity, 
protection. Call ours a business or a profes- 
sion, it matters not. But it does matter whether 
or not we know our lines, and it matters enor- 
mously whether or not we are keeping step 
with new developments in the business world. 

Typical of the new lines opening up in our 
business is airplane insurance. We have set 
apart one section of the convention to be devoted 
to it. Two of the leading figures in the world 
of aeronautics will appear on our program. It 
is difficult even now for us to realize the im- 
portance the airplane has assumed commer- 
cially, or to see the vision of its future. But 
it is nothing unusual for one or two or a dozen 
planes to fly over our heads any day, and if 
we are still drawn to the window by the whirr 
of a motor overhead, we are simply impelled by 
the same urge that takes us to the same win- 
dow at the first sound of the fire engine’s siren, 
or the hurdy gurdy that leads the circus parade. 

The first of a series of educational addresses 
on the program of today’s session was that 
of Charles C. Younggreen, of Milwaukee, Wis., 
president of the International Advertising As- 
sociation. Mr. Younggreen’s subject was “Busi- 
ness Development Through Publicity.” The 
early portions of his address were devoted to a 
brief analysis of the present trends in adver- 
tising. 

Mr. Younggreen placed unusual stress upon 
the standards of insurance agents, since he 
said, a good salesman is essential to the suc- 
cess of any advertising campaign, that the full 
value of publicity cannot be realized through 
the use of part time or low grade agents. 

He spoke earnestly about the impossibility 
of the average layman understanding the insur- 
ance policy, saying that when a subject becomes 
food from the newspaper humorists it is time 





The Fireman’s Fund 
was the first insurance com- 


pany to write automobile in- 


surance generally throughout 
the United States and today is 


a leader in the business. 


Fire, Automobile and Marine Insurance 





to worry. Paraphrasing a former vice-presi- 
dent, he said “What this country needs is a 
short and understandable insurance policy.” 

Mr. Younggreen went into no details as to 
methods of developing business through pub- 
licity, but he did suggest many thoughts which 
are vital to success in any such effort. He 
emphasized the fact that the business must be 
certain that it’s own house is clean before it 
can safely come before the public in any cam- 
paign of publicity. 

The second speaker was Terrence F. Cunneen, 
manager of the insurance department of the 
United States Chamber of Commerce. Mr. 
Cunneen made his first appearance before the 
Association and was warmly received. His ad- 
dress appears elsewhere in this issue. 

The order of the program was changed 
slightly so that the following speaker was E. 
A. St. John, president of the National Surety 
Company, and president of the International 
Association of Casualty and Surety Under- 
writers. It was in this latter capacity that his 
address, entitled “Twenty-five Million Dollars 
a Year.” Mr. St. John’s address, which was 
one of the most practical of the day’s session, 
is summarized elsewhere in this issue. 

The lack of any fire insurance topics on 
the program was deplored by President Har- 
rington who said that the omission was not 
due to a lack of invitations but to the fact 
that they were not acepted, due to unavoidable 
reasons. He particularly mentioned the East- 
ern Underwriters Association, which /1ad been 
asked to furnish a speaker to explain the new 
general cover contracts. 

Major C. W. Morgan, president of the 
Charleston, W. Va., Board of Fire Underwrit- 
ers, discussed “The Agent of Tomorrow.” A 
digest of his remarks is given in this issue. 


A flare-up of the West Virginia commission 
situation was included in Mr. Morgan’s address, 
when he menitoned that it is a sad commentary 
on the business that agents are frequently being 
asked nowadays to accept reduced commissions 
to worry over matters of rent and food although 
they are intrusted with tremendous responsibili- 
ties. 

In leading a discussion upon “The Production 
of Fidelity and Surety Business,” D. J. O’Keefe, 
of Fort Wayne, Ind., threw out the idea that 
contract bonds should be obtained by cultivat- 
ing the owner of the building to be constructed, 
as he is the ultimate payee, and by studying the 
plans so that the ultimate rate will be the low- 
est possible. The agent is then in a position 
to ask the owner for the business instead of 
the contractors by suggesting that he care for 
the premiums himself rather than have them 
included in the bids of the contractors. 

He also suggested that the agent follow the 
practice of automobile dealers in asking cus- 
tomers to trade in old models for new. He 
applied this principle particularly to the new 
blanket fidelity schedule bonds recently issued 
which furnish somewhat broader coverage at 
an attractive premium. 

The discussion following proved sufficiently 
interesting so that it will probably be continued 
at the executive session this evening. 
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H. P. De Van Heads National Association 


The gift was received by President Harring- 
ton and his charming wife amid loud applause 
and with some unexpected osculatory demonstra- 
tions which added to the enthusiasm of the 
audience. 

A number of strong resolutions were unan- 
imously approved as follows: 


Resolved, That the method of transacting the 


business of insurance through the American 
Agency System has provided the public with 
the counsel necessary to enable buyers of insur- 
ance to have a proper understanding of the in- 
demnity purchased. 

The plan of offering limited insurance con- 
tracts as premiums for newspaper or magazine 
subscriptions, or for any other secondary pur- 
pose, cheapens the institution of insurance. 
When claims arise under such policies, and dis- 
covery is made of their very limited coverage, 
there is created in the public mind the thought 
that all insurance is to be gauged by such 
limitation, thereby creating an unfavorable im- 
pression of the whole business of insurance. 

We, therefore, earnestly request and urge 
all companies to discontinue the distribution 
of these limited contracts, thus withdrawing an 
instrumentality inimical to insurance and the 
public interest. 

Resolved, That we express appreciation and 
satisfaction at the incorporation of the Roches- 
ter Department of the Great American Insur- 
ance Company. We are particularly gratified 
by the statement of its president that the com- 
pany “never has approved the principle of un- 
derwriters’ agencies,” and that the incorpora- 
tion was made to conform to the wishes of 
agents and because of the company’s “own con- 
viction that operation of underwriters’ agencies 
is opposed to the best interests of the business.” 

We are led to express the hope that the few 
remaining annexes will also disappear shortly, 
and thus bring to 4 close this form of multiple 
representation, detrimental to the companies, 
agents and public alike. 

Resolved, The National Association of In- 
surance Agents reiterates its stand agairist the 
further extension of bank and financial institu- 





New Officers of the National Associa- 
tion of Insurance Agents 





President, R. P. De Van, Charleston, 
W. Va. 

Chairman, Executive Committee, Clyde 
B. Smith, Lansing, Mich. 


Vice=-Presidents 


New England States, James W. Cook, 

_ Providence, R. I. 

Middle Atlantic States, 
Beach, Syracuse, N. 

Southeastern States, T. Anglin White, 
Birmingham, Ala. 

East Central States, H. G. McMillan, 
Knoxville, Tenn. 

Missouri Valley States, C. G. Blakeley, 
Jr., Topeka, Kan. 

North Central States, W. T. Greene, 
Milwaukee, Wis. 

Great Lake States, Shirley E. Moisant, 
Kankakee, Ill. 

Rocky Mountain States, David J. 
Main, Denver, Colo. 

Southwést Pacific Coast States, H. J. 
Thielen, Sacramento, Calif. 
Southwestern States, M. E. Williams, 

McAlister, Okla. 


Eugene A. 
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tion agency appointments particularly com- 
mending the California Association of Insur- 
ance Agents for its efforts in combating the 
activity of financial institutions in that State 
and it pledges itself to contiriue to stand behind 
the California Association to its utmost ability 
so that ultimately right practices will prevail. 

Resolved, In the report made to this conven- 
tion by the president the following statement 
appears: 

“At this time there can be no division of 
opinion on the way by which the old-time loyalty 
tay be restored. The condition that will once 
more give an agent pride in his company, a 
sense of honor, make him jealous of its repre- 
sentation, provide a_ definite responsibility, 
guard its interests carefully, and furnish it with 
a satisfactory volume of well chosen business, 
is a return to the honored and respected sole 
agency method of company representation.” 

This convention approves and adopts this 
statement and requests the incoming administra- 
tion to negotiate with the National Board of 
Fire Underwriters toward establishing a prac- 
tice of restricted company representation that 
shall be satisfactory to the local boards in their 
respective communities. 

Motions were also adopted expressing appre- 
ciation of the hospitality of the Indiana Asso- 
ciation, and of the work of the retiring admin- 
istration in presenting the splendid program on 


Business Development. 


NATIONAL UNION STATEMENT 


A special executive session of the Associa- 
tion was held Wednesday evening in which the 
correspondence of the Association with the Na- 
tional Union Fire Insurance Company, of 
Pittsburgh was discussed. Following the ses- 
sion the following statement was made public 
as having been endorsed by the convention as- 
sembled : 


The exécutive committee of the National As- 
osciation of Insurance Agents on July 5, 1928, 
adopted the following resolution: 

“Resolved, That in view of the evidence be- 
fore us it is the opinion of this committee that 
the practices of the National Union Fire Insur- 
ance Company are in violation of two of the 
cardinal principles of the National Association, 
namely, ‘limited agency representation of the 
same company in the same territory’ and ‘ap- 
pointing financial institutions, their officers or 
employees as company representatives in com- 
petition with established agencies.’ The execu- 
tive officers of the Association are hereby in- 
structed to present our conclusions to the com- 
pany and continue negotiations with it for the 
purpose of having the company recognize the 
above principles and adjust its practices in ac- 
cordance therewith. If this can not be accom- 
plished by September 17, 1928, then that this 
matter be made a special order for further con- 
sideration by this committee at that time.” 

The executive officers of the National Asso- 
ciation, charged by the executive committee on 
July 5, 1928, with the duty of presenting to the 
National Union Fire Insurance Company the 
conclusions of the committee with reference to 
the practices of that company, and in obedience 
to such resolution made a sustained attempt to 
discharge the duty and secure from the com- 
pany a revision of the practices mentioned to 
conform with the principles stated. 

This attempt has failed. 

The executive committee in obedience to the 


resolution adopted on July 5, 1928, made the 
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above matter a special order for further con- 
sideration on September 17, 1928, and on that 
date adopted the following resolution: 
“Resolved, That it is now the judgment of 
the executive committee of the National As- 
sociation of Insurance Agents that the National 
Union Fire Insurance Company is intentionally 
and continuously in violation of the respective 
principles stated in the above resolution, and 
falls within the scope of the Milwaukee 


Declaration.” 


THE WoopwortH MEMORIAL 

George D. Markham, of St. Louis, is one 
of the oldest and staunchest supporters of the 
National Association and was its third presi- 
dent, serving in 1900 and 1901, when he was 
still a comparatively young man. For many 
years he has been a leader of the sole agency 
movement and was present again this year to 
expound his views on the subject in an able 
address which was enthusiastically received. 
Almost immediately thereafter President Har- 
rington recognized E. M. Allen, executive vice- 
president of the National Surety Company, 
formerly of Helena, Ark., and a past president 
of the Association. Mr. Allen made the pres- 
entation speech by which Mr. Markham was 
awarded the Woodworth Memorial established 
in memory of the late Charles H. Woodworth, 
of Buffalo, who is popularly known as the 
“daddy” of the Association. It is presented 
afinually to that agent, who during the year 
has dotie the most for the Association. Mr. 
Allen outlined to the delegates the serviecs 
which Mr. Markham has rendered arid expressed 
it as being his thought that the award could 
not be more fittingly made. 

The Des Moines attendance cup went to 
Illinois, as having the largest atteridance next 
to Indiana. The president’s membership cup 
went to New Hampshire, which showed an in- 
crease of over 100 per cent in membership 
during the year. 





CLypve B. SMITH 
Chairman of the Executive Committee of the 
National Association of Insurance Agents 
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WINNERS OF ADVERTISING CONTEST 
New Orleans Exchange and Maynard & 
McMillan Get Prizes 
The advertising contest conducted by the 
National Association of Insurance Agents in 
connection with its annual meeting at West 
Baden Springs, Ind., proved a successful ven- 
ture with a goodly number of displays entered. 
The judges of the contest were: C. C. Young- 
green, president of the International Advertis- 
ing Clubs, W. W. Ellis, assistant to the gen- 
eral manager of the National Board of Fire 
Underwriters, and W. W. Darrow, advertising 
manager of the Home Insurance Company of 
New York. Their report presented by Mr. 
Ellis, was made at the closing session last Fri- 

day and was as follows: 


The undersigned, judges of the advertising 
contest, sponsored by the National Association 
of Insurance Agents, have carefully inspected 
the advertising displays and unanimously 
reached the following conclusions: 

In the first division, consisting of local boards 
or agents co-operating in newspaper advertising, 
we believe that such advertising must set forth 
the purposes and objectives in clear, forceful 
and attractive displays and concise and informa- 
tive copy material. 


In our opinion this is best accomplished in 
the series of advertisements presented by the 
New Orleans Insurance Exchange, of New Or- 
leans, La. The advertisement head, “to men” 
compelled our interest by its lay-out and is one 
of the best pieces of copy for its purpose we 
have ever seen. 

Second place, in our opinion, goes to the 
Fort Wayne Insurance Club, of Fort Wayne, 
Ind. By the judicious use of the National As- 
sociation emblem, making for continuity and 
the careful choice of subjects, this campaign 
is made excellent for its purpose. 

For its use of the space available, honorable 
mention is made of the exhibit of the Green 
Bay Local Board, of Green Bay, Wis. 


Several individual agencies have made good 
use of newspaper space in promoting the sale 
of specific lines of insurance and making the 
name of the agency known to the public. 

By the studied use of its space in a con- 
sistent campaign using forceful lay-outs and 
well chosen type faces, first place is won by 
the agency of Maynard & McMillan, of Knox- 
ville, Tenn. 

Second place is awarded to the Hodnett Com- 
pany, Inc., of Lincoln, Ill., for the way in 
which each advertisement has become a part of 
a well-planned promotional campaign. 

Honorable mention is made of the Insurance 
Service Agency. Inc., of Duluth, Minn. 











Kansas City, 





These “first readers” aes 
“DOWN TO BRASS TACKS,” — | 

the handy office reference-book on Direct-mail Advertising as a business 

builder for local Fire and Casualty agents. 
Cliff C. Smee ex-President, National Assoc. Ins. Agents, (R. B. Jones & Sons’ Agency), 
**Down to Erass Tacks’ has answered every question that has bothered 
us. Logical in rae ‘presentation, complete in its subject matter, practical in its application to the 
insurance business, it will be welcomed by every aggressive insurance agent in the U.S. At 
our firm meeting last night we changed our direct-mail system materially due to your book.” 
T. F. Horton, Vice-Pres., A. J. Love & Co., Genl. Agents, Omaha, Nebr.: 

ing the book, I was so interested, I could not leave it till I had read it all. Any agent who will 





applaud, 





“After start- 





read the book will find his enthusiasm aroused and that ought to mean increased commissions. 
We are going to call it to the attention of our many agents throughout Nebraska and Iowa." 


Grover F. Miller, Miller Bros. Agency, Racine, Wis.: “ ‘Down to Brass Tacks’ is full 
of real meat. There are more practical ideas jammed between its covers than I have found 
in a score of other books and I have searched for something new that could be used in our 
office. This book should be on the desk of every live local agent in the country.” 


Lyle A. Stephenson, local agent, Kansas City, Mo.: “Last week I read ‘Down to Brass 
Tacks’. It is stripped of all bunk psychology; it is a real business-builder; and hits the nail on 
the head. Using one of your ideas, I mailed ten letters on which the commission return was 
$285. If one puts the contents of this book into practice in a practical manner, good results 
are inevitable.” 





THE SPECTATOR COMPANY, 135 William Street, N. Y. City 


I enclose $2.85 for “DOWN TO BRASS TACKS”. I want to learn how Direct Mail 
can be used as a Business-Builder. 


Name 





Address ietaienasstil —- 
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CO-OPERATION BETWEEN 
REPRESENTATIVES 


Charles L. Gandy Stresses Need for 
Unified Effort 





CO-EXTENSION OF ACTIVITY NEEDED 





President of Alabama Association Points 
Out Duties of Agents 


Charles L. Gandy, president of the Alabama 
Association of Insurance Agents, spoke on 
“Cohesion and Co-extensive Membership” at the 
annual convention of the National Association 
of Insurance Agents at West Baden, Ind., last 
week. He reiterated the statement he had made 
five years ago at Buffalo that the local boards 
are the backbone of the American agency sys- 
tem, and said that to his knowledge that state- 
ment had never been disputed. He asserted that 
unless it was the purpose of a local board to 
stand back of the prime purpose of the National 
Association, which was to support right prin- 
ciples and oppose bad practices in underwrit- 
ing, it was “a helluva board and ought to be 
disorganized immediately.” The object of all 
three boards—national, State and local—he said, 
was the same and their membership should be 
co-extensive. He said: 

I don’t believe there is a man present who’ 
can give me even one sound argument against 
this co-extensive idea. Then why not let us put 
it into practice by the very simple expedient of 
amending our by-laws, requiring as a condi- 
tion precedent to membership that an agent shall 
be a member in good standing of a local board, 
provided of course there is a local board in his 
community. Similarly the local board by-laws 
should require that every member shall become 
a member of the State association, and thereby 
of the National Association. 

The word “co-hesion,” Mr. Gandy asserted, 
should be written in twelve-inch letters on the 
office walls of the agents. “The act of sticking 
together should become an art with us,” he 
said and added: “An agent in my State says 
the time has come when we must ‘run like hell 
to stay where we are.” We must either hang 
together or, verily, I believe that we will eventu- 
ally hang separately. 

In conclusion he said: 

Let me say that co-hesion should be brought 
about, not by co-ercion, but by co-operation, co- 
action, co-alescence, and a co-ordination of our 
efforts. We need a co-terie of co-efficient co- 
adjusters for our co-partners in bringing about 
this co-lossal and co-gent co-alition. All of 
which may sound co-pious, but we were born 
co-equal, and if we are to co-exist, our efforts 
should be co-extensive. 


National Fire Waste Council to Meet 
Tomorrow 

The regular fall meeting of the National 
Fire Waste Council will be held at the head- 
quarters of the Chamber of Commerce of the 
United States in Washington, September 28. 
William Butterworth, president of the National 
Chamber will open the meeting. 

The meeting will be preceded by sessions of 
several of the Council’s committees. 











September 27, 1928 


THE SPECTATOR 


Fire Insurance 








TAKE THE PUBLIC INTO 
CONFIDENCE 


G. M. Spaid Says People Favor What 
They Understand 








ADVANCES IN RATING METHODS 





Possibility of Measuring Fire Hazards and 
Analysis of Problems Discussed 

In his address on “Necessary Production 
Knowledge” before the annual convention of 
the National Association of Insurance Agents at 
West Baden, Ind., last week, O. M. Spaid, of 
South Bend, Ind., asserted that if the American 
people, noted for their love of fair play, were 
acquainted with the scientific and equitable 
method of establishing insurance rates they 
would respond with more confidence and satis- 
faction. 

Mr. Spaid gave a short history of the origin 
and development of the fire insurance business 
and showed how remarkable had been the ad- 
vancement in insurance rating from the early 
stages of communal taxation to the present stage 
of highly scientific methods of analysis. He 
also discussed the theory of measurements and 
the possibility of measuring that which is called 
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fire hazard, and explained the underwriting 
theory of the four divisions of hazards as rec- 
ognized by the analytic system—protection, 
structure, occupancy and exposure. 

In concluding, Mr. Spaid asserted that un- 
der the analytic system the assured makes his 
own rate and has only himself or his neighbors 
to blame if his rate is high. 

He added, in discussing the American agency 
system, that if it ever comes to pass that the 
stock fire insurance companies, through the pres- 
sure of competition, find it necessary to seek 
other methods of acquisition the agents have 
principally themselves to blame for not appre- 
ciating their position as representatives of the 
companies and for not defending their methods 
and practices. This knowledge of the insurance 
business, he pointed out, is just as important as 
the details of policywriting. He also paid a 
high tribute to A. F. Dean and J. V. Parker, 
the two men responsible for the conception and 
development of the analytic system. 





OIL ASSOCIATION CONFERENCE 


Meeting With H. M. Car:nichael Unfruit- 
ful of Results 


[Special Dispatch from a Staff Correspondent] 


West Bapen, Inp., September 19.—A con- 
ference of agents interested in writing oil 
schedules with H. M. Carmichael, manager of 
the Oil Insurance Association was held here 
this afternoon but apparently accomplished no 
good purpose. The chairman was Roy H. Sieg- 
fried, a local agent of Tulsa, Otkla. The 
Oklahoma and West Virginia agents have: been 
hard hit by the commission schedule which the 
Association put into effect some months ago, 
changing the rate from 15 to 10 per cent. 

Mr. Siegfried catechized Mr. Carmichael for 
more than an hour, his questions centering 
around the necessity for the change and the 
ethics of the method of putting it into force. 
Mr. Carmichael answered the questions freely, 
in substance to the effect that all rate and com- 
mission changes had been made with a view 
to bringing about a better condition in the 
business and to meet serious competition from 
unaffiliated or unauthorized sources. 

R. P. De Van, of Charleston, W. Va., by a 
few adroit questions, brought out the point 
that the agents had neither been consulted about 
the change nor properly notified, in some cases 
at least, of its having been put into effect. He 
also questioned the action as a violation of 
the direct contracts with the agents hold with 
member companies of the Association. 

Disappointment was expressed that due to the 
Western Union sessions in Manchester, which 
are concurrent with the meetings here, none 
of the company officials who are directors of 
the Association were able to attend. The con- 
ference adjourned without any action having 
been taken or future plans made. 


THREE-AGENCY PLAN TO STAY 
Companies Turn Down Agents’ Plea in 
Philadelphia 
PHILADELPHIA, PENNA., September 25.—The 
three-agency plan is in Philadelphia to stay 
and the request of the Philadelphia agents that 
the companies go back to the two-agency plan 

will be turned down. 

Philadelphia, New York and Hartford com- 
panies, after making a thoroughly investigation 
of the subject, have come to the conclusion 
that their agreeing to the two-agency plan would 
only mean a redistribution of business in the 
Philadelphia territory and would not eliminate 
any competition as the agencies they would be 
forced to drop, were the plan adopted, would 
immediately take on other companies. 

The companies also feel that it is not fair 
to ask them to relinquish connections that they 
have been years in forming in order that new 
companies, seeking to gain a foothold in Phila- 
delphia, may obtain good agencies. 

The companies deny that a two-agency plan 
in Philadelphia would eliminate competition. 
They do not see where the plan would do any- 
thing except force a redistribution of business 
which they deem impractical especially at this 
time. 





Courtesy 


(From an Agent’s 
Letter) 


‘“*‘There is a personal 
touch about the Ag- 
ricultural—an individ- 
ual interest evinced-on 
the part of every one 
connected with it from 
the President down to 
the office boy. There 
is a _ consideration 
shown for the ‘other 
fellow’s’ point of view, 
and a consistent cour- 
tesy in handling busi- 
ness matters, that 
induces a real family 
feeling among its rep- 
resentatives.”’ 
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Has paid losses for 
«ver 50 years 


J.HARRIS LENKER, President. 





City Insurance Com pany of Pennsylvania 


SUNBURY, PENNA. 


A strong, conservative Company, noted for 


Organized 1870 
Cash Capital $600,000 


A. F. O’DANIEL, Secretary and Underwriting Manager 


fair and prompt adjustment of losses 
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THE CONSERVATION OF HUMAN LIFE—THE NA- 


ASSETS LIABILITIES 

Et a rr $1,619,707 .46 Net Reserve (American Experience Table, 3 and 
Real Estate Contract for Sale................ 141,240.29 SP ee ae Ee eae Sa ee $26,645,305 .00 
ee Oe Se ee ee 12,615,532 .37 Reserve for Death Losses in Process of Adjust- 
RES oe ee er ee ee oe 2,944,345.61 NRE fe Ste SO Narre nc Rt Ae OO tee A 369,619.16 
OS OE ROS 10,335,318 .29 MBIT fOP VANCE. «<n fais so Vieiadiereele Os we dies 166,775.76 
REO PR PUREE. os owns cncwcvictscensaseuas ce 2,113,210 .62 Miscellaneous Liabilities.............ccceeeee 352,004.74 
Gertiheates GF Deposit... ence ee 22,637 .77 oe an $2,000,000 .00 
Interest Due and Accrued................... 488,688 .39 Assignment Fund and Surplus.... 2,045,845.45 
Deferred and Uncollected Premiums.......... 1,088,767 .90 Surplus Security to Policyholders............. 4,045,845 .45 
PRR RN i cnns sig algae. bien 6-¥aA000' 9: 210,101.41 

EE ANS 2 Ss Feces aestahthaiin se va $31,579,550. 11 petal GISINCIES 6 58 bob Sids aie sen $31,579,550. 11 

GAINS MADE DURING 1928 
Increase in insurance in Force, first six Months of 1928 ....................... $44,654,274.00 
Increase in Admitted Assets, first six Months of 1928 .....................-4-- 2,048,444.41 
Insurance in Force June 30, 1928 Total Paid Policyholders Since Organization 
$511,355,241.00 $27,511,299.84 
Operates From Coast to Coast 
Canada to The Gulf The Republic of Cuba and Territory of Hawaii 
Gross Income Per Month Exceeds.................. $1,250,000.00 
SURETY 


TION’S GREATEST ASSET—IS FULLY DISCUSSED IN 


HEALTH & WEALTH 


A New and Comprehensive Survey of the 
Economics of World Health 


By Louis I. Dublin, Ph.D. 


Statistician, The Metropolitan Life Insurance Company 


The eminent investigator and statistician named, in this entertaining 
and informative volume of 861 pages presents the results of years of 
study regarding the losses through sickness and death, and also 
describes measures and movement instituted to counteract such 
a The principal topics treated are shown by the following chap- 
ter titles: 


The Economics of World Health 

The Cost of Medical Service 

What It Costs to Neglect Our Children 

The Problem of Heart Disease 

The Problem of Tuberculosis 

The Chance of Death from Cancer 

The Problem of Old Age 

The Great American Family 

On the True Rate of Natural Increase 

Birth Control and the Population Question 
The Education of Women for Home-Making and Careers 
Life, Death, and the Negro 

Health of the Workers 

Has Prohibition Improved the Public Health? 
The Possibility of Extending Human Life 


This work is a valuable one for insurance men, physicians, public 
health workers and social workers. 








of BUFFALO, N. Y. 
(A New York State Stock Company) 


Special Automobile Rates 


Insurance Policies provide for Assureds 
participation in -profits. Writing all types 
of the following classes of Insurance and 
Bonds. 

CONTRACT BONDS 


ACCIDENT 

AUTOMOBILE FIDELITY BONDS 
BURGLARY JUDICIAL BONDS 
LIABILITY LICENSE & PERMIT BONDS 
PLATE GLASS PUBLIC OFFICIAL BONDS 


WORKMEN’S COMPENSATION MISCELLANEOUS BONDS 
Surplus to Policyholders $1,700,000 


Agencies Open in the Following States 


PRICE, $3 DELAWARE NEW JERSEY 
OHIO NEW YORK 
THE SPECTATOR COMPANY MASSACHUSETTS PENNSYLVANIA 


CHICAGO NEW YORK 











NEW HAMPSHIRE DISTRICT OF COLUMBIA 
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GOVERNMENTAL AIDS FOR AVIATION 


In the Surveys and Regulations of the Federal Government the 
Insurance Underwriter Will Find a Valuable Guide 


By Hon. Wrttram B. MacCracken 


Assistant Secretary, United States Department of Commerce 


in this country than, I think, any of 

you realize. Take, for example, the air 
mail. You have heard about that probably, 
time without number, and yet do you realize 
that while on the first of July we had the great- 
est air mail system in the world, during the 
thirty-one days of August we more than doubled 
the July poundage, merely by the reduction in 
rate. 

Not only have we done this with the air mail, 
but we are building up a greater aerial express 
business. 

The American Railway Express, which for 
generations has been handling the packages of 
the business men of this country, has with the 
consent of the railroads gone into the aerial ex- 
press business, and you can now send your 
packages through that company, either all the 
way by air, if it happens to be originating at a 
point that is served by air, and destined to a 
similar point, or, you can send it partly by air 
and partly by rail, dealing simply with the ex- 
press company as the one carrier. 

Further than that, we are developing a real 
passenger business in this country. Our mail 
lines which are flying close to 30,000 miles a 
day, on schedule, for the most part are carry- 
ing passengers. All of them will be doing so 
within the course of another year, or less. 

Not only that, but companies have been or- 
ganized solely for the purpose of carrying pas- 
sengers on schedule. 

We have something else in this country in 
civil aviation that is distinctly unique. It is 
what we call our commercial air service. It is 
the outgrowth of that type of business that used 
to be known as “barnstorming.” ‘The men en- 
gaged in it are giving instruction in flying, 
carrying on sightseeting trips, or “joy hops” as 
they are called, doing an aerial taxi business, 
which means they will take you anywhere, any- 
time, for @ price, engaged in areial photography, 


Extracts from address delivered before the Conven- 
tion of the National Association of Insurance Agents 
at West Baden, Ind., last week. 


C IVIL aviation is developing more rapidly 


aerial survey, advertising and sales promotion, 
crop dusting, forest patrol, and countless simi- 
lar services. 

There is nothing of that kind on that scale 
anywhere else in the world, and it was only last 
month or the first part of this, I forget the 
exact date, but I think it was in August, there 
was announced the formation of a ten million 
dollar company to carry on this particular type 
of service. 

Not only have we the commercial activities: in 
civilian flying, but we also have a great deal of 
sport flying. Men are buying planes simply as 
a means of recreation. They like to get out 
and fly. If they want to go up to the country 
some place to shoot, hunt, play golf, or some- 
thing else, rather than depend on rail trans- 
portation, or even the extremely hazardous au- 
tomobile, they prefer to take an airplane, get 
there quicker, more comfortably and, as they 
feel, safer. 

While our business has grown by leaps and 
bounds, it yet isn’t anywhere near comparable 
to the automobile or similar means of trans- 
portation, and so everybody is interested not 
only in the present, but something of the fu- 
ture. 

To my mind the future depends upon two 
things: first the governmental policy, and sec- 


ondly certain economic factors. 


Again, our government has blazed the trail 
in refusing to subsidize civilian aeronautics. 
Every government in Europe is heavily sub- 
sidizing all forms of civilian flying. Not only 
the commercial carriers, but the so-called flying 
clubs are paying subsidies, or grants which help 
them purchase their plane, which let them get 
their fuel at less than cost from government 
supply, which give them a premium for every 
pilot that they sold, and in addition to that, will 
give the men a certain reward in the event that 
they fly a minimum number of hours a year, and 
qualify for the reserve force. 

On the contrary, this government has ab- 
solutely refused to make any direct grants to- 
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wards the promotion of any form of civilian 
flying. 

However, the government is doing certain 
things: First of all, we are attempting to super- 
vise and regulate interstate commerce by air 
and all flying. When it comes to the air traffic 
rules in interstate and foreign commerce the 
aircraft pilot and the mechanic are required to 
be licensed by the federal government. We 
have a corps of engineers in Washington who 
begin by examining the planes and specifications 
and the stress analysis of every plane tht hopes 
to be licensed in the future. 

If that data is approved, then the first plane 
is built and thoroughly flight tested by the test 
pilot of the manufacturer, and then by the test 
pilot of the department of commerce. 

When it has gone through that test there is 
then issued an approved type certificate, pro- 
viding it is satisfactory. : 

Thereafter the manufacturer may continue to 
build planes of that type and all that has to be 
done is to have them given a preliminary flight 
test to show that they are properly rigged and 
properly assembled, and the department will 
license them. 

However, we do have our factory inspectors. 
While they do not spend all the time in the 
factory, they travel about very much as a bank 
examiner does, carrying with them the technical 
data as to the planes. They go into the factory 
and check up to make sure that the proper ma- 
terials, proper workmanship is being done on 
each job and that the specifications are being 
followed. 

The pilots, before they are allowed to get a 
license, are required first to pass a physical ex- 
amination. They they must pass a flight test 
to prove their ability as pilots, and in addition 
to that they are required to pass written exami- 
nations to show their qualifications as aerial 
navigators familiar with the planes and motors 
and with air traffic rules. 

Now that may seem quite arduous, and you 


(Concluded on page 23) 
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EMPIRE STATE INSURANCE COMPANY 
Watertown, N. Y. 
Agricultural Running-Mate Licensed 

The Empire State Insurance Company, re- 
cently organized running-mate of the Agricul- 
tural Insurance Company of Watertown, N. Y., 
has received its license from the New York 
State Insurance Department to do business in 
that State. 

The Empire State is completely owned by 
the Agricultural except for the directors’ qual- 
ifying shares, the original intention of offering 
a part of the issue to the public having been 
discarded. The new company’s capital is $500,- 
000 and its starting net surplus $750,000. 

The Empire State will be operated jointly 
with the Agricultural and will apply for licenses 
in most of the States in which the latter com- 
pany is doing business. 

The officers of the Empire State are as fol- 
lows: H. E. Machold, chairman of the board; 
H. R. Waite, president; J. Q. Adams, S. A. 
Upham and E. J. Dickey, vice-presidents; W. 
A. Seaver, secretary, and H. W. Tomlinson, 
treasurer. 


FIREMEN’S INSURANCE COMPANY 


Newark, N. J. 
License Revoked in South Carolina 

CotumsiA, S. C., Sept. 22—The license of 
the Firemen’s Insurance Company, Newark, 
has been revoked in South Carolina by Insur- 
ance Commissioner Sam B. King. 

The order in the case, announced last week 
after receipt of notice of service on officials of 
the company at the home office in Newark, 
N. J., forbids the Firemen’s from further so- 
licitation of business in this State and brings to 
an abrupt end negotiations by which attorneys 
for the company had sought to prevent revoca- 
tion of the license on the grounds that the com- 
pany had not been notified directly but through 
its State agent, W. D. Crawford of Columbia, 
of pending action in the matter. 

Responding to objections in regard to bank 
agencies early in his term of office, Commis- 
sioner King announced that no such agencies 
would be licensed by him to do business in the 
State, and the application of the personnel of 
the H. C. Hicks Agency of Spartansburg, 
owned and operated by the Bank of Commerce 
of Spartansburg, resulted in a refusal of li- 
censes to five members of the firm. 

Later, learning that eighty-eight policies had 
been written by the Spartansburg firm while no 
member of the firm held a license to operate in 
the State, Commissioner King issued an order 
to show cause why the company should not be 
restrained from operating in South Carolina. 
At a hearing on the order to show cause, held 
before Attorney General J. M. Daniel, Neal 
Bassett, president of the Firemen’s, and State 
Agent Crawford, admitted that the company 
had solicited business through the non-author- 
ized agency at Spartansburg and, acting on this 





information, Commissioner King revoked the 
license of Mr. Crawford and barred the com- 
pany from further solicitation of fire insurance 
business in the State. 


INSURANCE COMPANY OF 
AMERICA 


Seattle, Wash. 
Fleet Adds Another Fire Carrier 


Another fire company will be added soon to 
the fleet controlled by the General Insurance 
Company of America, Seattle, Wash. It is 
planned to capitalize the new company at $1,- 
000,000. like its parent, with $1,000,000 more 
of surplus. 

In August, 1927, the General organized the 
Western Insurance Company of America with 
$200,000 capital and over $100,000 surplus. All 
the policies issued by the latter company are 
automatically reinsured by the General. 

The other member of the General’s fleet is the 
General Casualty of America which was or- 
ganized in 1925. This company has a capital of 
$200,000 and a surplus of around $170,000. 

The new company, which is expected to be- 
gin operations early next year, will not fea- 
ture, it is thought, the participating policies 
which the other companies in the group have 
been writing. 

Officers of the General Insurance Company 
of America, and for the other companies in the 
fleet are: President, H. K. Dent; vice-presi- 
dent, George J. Osgood; secretary, Frank B. 
Martin, and treasurer, J. T. McVay. 

The directors of the company are as follows: 
J. P. McGoldrick, W. H. Talbot, George J. 
Osgood, A. W. Middleton, C. D. Stimson, J. 
A. Humbird, F. B. Martin, O. D. Fisher, Henry 
McCleary, H. D. Kent and W. L. McCormick. 


GENERAL 


HANOVER FIRE INSURANCE COMPANY 

New York, N. Y. 

Recommend $500,000 Capital 
Increase 

Although the Hanover Fire Insurance Com- 
pany of New York negotiated a $500,000 capital 
increase early in the year, the board of directors 
have recommended another increase of the 
same proportion. 

In January of this year the Hanover Fire 
issued 10,000 shares at $50 each thereby increas- 
ing their capital from $2,000,000 to $2,500,000. 
The present proposal calls for the issuance of 
50,000 shares having a par value of $10 each 
which when paid in will bring the company’s 
capital up to $3,000,000. It is proposed that one- 
half of this increase be in the form of a 10 per 
cent stock dividend to present stockholders on 
the condition that they waive their subscription 
rights to the remaining half of the issue—25,000 
shares, which will be reserved for agents and 
employees of the company. 


Directors 
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This plan is in keeping with the general 
trend among insurance companies of offering 
opportunities to agents to share in the profits 
of the company they represent. It has been 
found that such action increases the agent’s in- 
terest in the welfare of the company, increases 
his efficiency and brings him into closer rela- 
tionship with the home office generally. , 

As of July 1, 1928, the Hanover Fire showed 
assets of $15,079,765, and a surplus to policy- 
holders of $8,776,255. 


ITALIAN-AMERICAN FIRE AND MARINE 
INSURANCE COMPANY 
New York, N. Y. 
New Company Organizing 

The Italian-American Fire and Marine In- 
surance Company is to be organized in New 
York by Italian Americans with the idea of 
furnishing coverage for real estate and ship- 
ping interests serving citizens of that deriva- 
tion. 

The incorporators of the new venture are: 
Vincent C. Pepe, J. Richling, A. M. Caridi, 
Ernest Valentini, Robert Ferrari, R. H. McKel- 
vey, John J. McKelvey, Jerome Kennedy, Alex- 
ander S. Banks, Aniello Q. Orza, G. Granata, 
Eug. Petrosemolo and Joseph J. Montresor. 


JEFFERSON FIRE INSURANCE 
COMPANY 
Newark, N. J. 
Expects to Complete Capitalization 

The Jefferson Fire Insurance Company of 
Newark, N. J., expects to announce shortly 
the completion of its authorized capitalization 
of $1,000,000. 

In March, 1928, the company began business 
with $400,000 capital, $600,000 surplus and a $20,- 
000 equipment fund. This was made possible by 
the sale of 80,000 shares to the Lincoln Interstate 
Holding Company at $12.75 per share. The 
Lincoln Interstate Holding Company retained 
51 per cent of this stock and then offered the 
balance to its stockholders in the ratio of one 
share of Jefferson Fire for each fifteen shares 
of Lincoln Interstate Holding Company held. 
The Lincoln Interstate Holding Company had 
an option on the purchase of the balance of the 
Jefferson stock which amounted to 120,000 
shares. 

When the sale of all the stock is completed 
the Jefferson Fire will have a capital of $1,- 
000,000, a surplus of $1,500,000 and $30,000 more 
will be added to the equipment fund. 

The company has already entered New York, 
Pennsylvania and Massachusetts and will enter 
other States in the near future. H.C. Thomp- 
son is president of the company; C. E. Clutia, 
vice-president and underwriting manager. 
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LION ASSURANCE COMPANY 
Los Angeles, Calif. 

I. M. Fisher Heads New Fire Carrier 

The Lion Assurance Company, a fire carrier, 
is being organized in Los Angeles, Calif. The 
company is capitalized at $200,000 and will have 
a starting surplus of $300,000. The company 
will write straight fire insurance chiefly, al- 
though it will be authorized to handle allied 
lines. 

The president of the Lion Assurance is I. M. 
Fisher, who heads the general agency of that 
name in Los Angeles. Mr. Fisher’s agency has 
the Pacific Coast representation of the Eureka- 
Security Fire and Marine Insurance Company 
of Cincinnati and the latter organization is be- 
lieved to be interested in the launching of the 
new company. 

The Lion Assurance will begin actual writing 
very shortly. 


METROPOLIS FIRE INSURANCE 
COMPANY 


New York, N. Y. 
State Department Authorizes Stock Sale 


The New York Insurance Department has 
authorized the sale of 100,000 shares of stock 
of the new Metropolitan Fire Insurance Com- 
pan yof New York. The stock has a par value 
of $10 each and will be sold at a price of $16.50 
a share. The authorized capital of the Metrop- 
olis Fire is $500,000 and the authorized surplus 
$1,000,000. 

The new company will be represented by a 
large New York underwriting agency from 
which it will receive its premium income, James 
Cunnion, president of the company, has an- 
nounced. This arrangement, Mr. Cunnion says, 
will result in reducing the expenses of the or- 
ganization, office payroll and underwriting of 
the new company to a minimum. 

Mr. Cunnion is president of the Industrial 
and Investing Corporation of New York and 
was formerly vice-president and director of the 
Claremont National Bank. Other officers are: 
Charles McLaughlin, vice-president, a member 
of the firm of Van Gordon & McLaughlin; 
John A. Campbell, treasurer, New York general 
agent of the Farmers and Traders Life Insur- 
ance Company of Syracuse, and H. T. Owen, 
secretary-treasurer of the Industrial and Invest- 
ing Corporation and formerly manager and 
assistant cashier of the Pacific Bank at 59th 
street and Park avenue, New York. 


NEW HAVEN FIRE INSURANCE COM- 
PANY 
Jersey City, N. J. 
$250,000 Company Incorporated 

The New Haven Fire Insurance Company 
is the name of a new company which has an- 
nounced its intention of incorporating under 
the laws of the State of New Jersey. The 
company, which will have a capital of $250,- 
000 has established a temporary office in Jersey 
City, where the home office will be eventually 
located. 

Not much is known about the plans of the 
company except that it will operate as a non- 


affliated company and through underwriting 
connections in New York expects to start with 
a good volume of business. Its officers and 
directors will be announced in a few weeks. 

The names affixed to the incorporation papers 
were as follows: Louis M. Berg, Mason W. 
Belcher, Bernice Brigham, Benjamin J. Harris, 
Fred W. Hiltonsmith, James J. Hinteneck, 
Daniel T. McDermott, Harry A. Popper, Joseph 
Smith and Lakin C. Taylor. 


BRIDGEPORT FIRE INSURANCE COM- 
PANY 
Jersey City, N. J. 

Affiliated With New Haven Fire 

The Bridgeport Fire Insurance Company has 
filed papers of incorporation with the New 
Jersey Department of Banking and Insurance. 
The company, which will be capitalized at $250,- 
000 is being promoted by the same interests be- 
hind the New Haven Fire Insurance Company, 
an account of which is given above. 

The significance, if any, of the titles of the 
two companies is not known. 


SUFFOLK FIRE INSURANCE COMPANY 
Patchogue, N. Y. 

Company Will Have $200,000 Capital 

A new New York stock fire insurance com- 
pany is in the process of organization. It is the 
Suffolk Fire Insurance Company of Patchogue, 
N. Y. The company plans to have a capital of 
$200,000 and a surplus of $100,000. Stock is 
now being sold. 

The officers of the Suffolk Fire, some of 
whom have been prominent in reciprocal circles, 
are as follows: President, Benjamin G. Hal- 
sey; secretary, James R. Skinner, and treasurer 
Robert Mackintosh. 


UNITED STATES FIDELITY FIRE 
INSURANCE COMPANY 
New York, N. Y. 
U. S. F. & G.’s Running-Mate Forming 

The United States Fidelity Fire Insurance 
Company has filed notice of intention with the 
New York Insurance Department to form a fire 
and marine insurance corporation pursuant to 
the provisions of Section 110 of Article 3 and 
Section 150 Article 4 of the Insurance Law of 
the State of New York. 

This is the widely heralded fire running mate 
of the United States Fidelity & Guaranty Com- 
pany of Baltimore and while the company is 
being incorporated in New York State it is 
more than likely that its affairs will be admin- 
istered from Baltimore. The new company’s 
capital will be $2,000,000. 

The list of incorporators is as follows: R. 
Howard Bland, Edwin W. Levering, Jr., 
Charles B. Gillet, William J. McArthur, Carl 
Ross McKendrick, Sidney Hall, J. Kemp Bart- 
lett, George M. Shriver, Alonzo Gore Oakley, 
Edgar Allan Poe, Robert D. Bartlett, Charles 
L. Philips, J. Tabb Robertson. 
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WESTERN FIRE INSURANCE COMPANY 
Fort Scott Kansas 
Increases Capital Along With Casualty 
Running-Mate 

Stockholders of the Western Fire Insurance 
Company and the Western Automobile Casu- 
alty Company of Fort Scott, Kansas, have rati- 
fied the proposal to increaes the capital of both 
companies. 

The Western Fire was organized in 1926 with 
a capital of $300,000. The present increase is 
the first since that time and will bring the capi- 
tal up to $500,000. As of December 31, 1927, 
the Western Fire possessed assets of $658,390 
and a net surplus of $150,000. 

The Western Automobile Casualty was or- 
ganized in 1924 with $250,000 capital. The 
present increase will double that figure, giving 
the company a capital of $500,000. 

The Western Automobile Insurance Company, 
the other member of the group, is a fire com- 
pany writing automobile insurance only. It 
was organized in 1911 and has a capital of 
$100,000. 

With additional resources the companies will 
engage in a program of expansion. Already 
entered in nineteen States, additional territory 
will be taken on soon. 

The officers of the Western Fire are as fol- 
lows: President, Ray B. Duboc; vice-president, 
Will J. Beggs, secretary-treasurer, E. C. Gordon. 

The officers of the Western Automobile Casu- 
alty Company are: President, C. H. Gardi- 
ner; secretary, W. IE. Hammer, and treasurer, 
F. W: Davis. 


Insurance Companies in Ontario May Be 
Able to Sue for Half Damage Awards 
in Automobile Claims 

Orrawa, CANADA, Sept. 23.—Although the 
Ontario Motor League has watched the devel- 
opment of the compulsory automobile insurance 
law in Massachusetts, the Minister of High- 
ways did not view it with favor, as it might 
result in the forcing upon insurance companies 
of undesirable clients. It might also result in 
the Province being forced to handle the insur- 
ance itself, which would in all probability drive 
the rates upwards. 


In respect to the right of insurance companies 
in assessing careless drivers higher premiums, 
the secretary of the Automobile Club said that 
a move was under way whereby insurance com- 
panies might be able to sue for half the dam- 
age awards in cases where it was proved that 
drivers had been negligent. 


To Address Insurance Society 

Laurence E. Falls, vice-president of the 
American Insurance Company of. Newark, will 
address the New York Insurance Society in 
the National Board rooms, on October 15, at 
12:30 p. m. He will speak on “The History 
of Fire Insurance.” 

Mr. Falls will deliver a second address to the 
Society on October 22, on “The Principles of 
Fire Insurance.” 
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Recent Company Happenings 








Directors of the tna Insurance Com- 
pany and the World Fire & Marine Insur- 
ance Company of Hartford, Conn., have 
affirmed the appointment of George G. Quirk 
as assistant secretary of both those com- 
panies. Mr. Quirk, a comparatively new 
men with the A&tna, is a specialist in marine 
insurance. 


The Allied Fire Insurance Company, of 
Utica, N. Y., the stock company which is 
allied with the Utica Mutual, will have 
‘Frederick M. Bell for its new assistant gen- 
eral manager, it has been announced by John 
L. Train, secretary of the Allied Fire and 
general manager for the mutual and its sub- 
sidiariés. 





The American Eagle, Continental and 
Fidelity-Phenix Insurance Companies, mem- 
bers of the America ‘Fore group, New 
York, will henceforth have as special agent 
in South Carolina, Weston Patterson who 
succeeds Marvin Duke, resigned. Mr. Pat- 
terson has worked the Southern territory 
for the Fireman’s Fund Insurance Company 
of San Francisco, Cal. 





Edward W. Kelly has been transferred 
from the home office of the Hanover Fire 
Insurance Company, of New York, to New- 
ark as he has been made special agent for 
the company in New Jersey. He succeeds 
Paul L. Thompson. 





The president of the Bankers Trust Com- 
pany, of Hartford, Conn., Porter B. Chase, 
has been elected a member of the boards of 
the Hartford Fire Insurance Company, and 
the Hartford Accident & Indemnity Com- 
pany. He is a son of Chas. E. Chase, chair- 
man of the boards of the aforementioned 
companies. 





The recently licensed Lion Fire Insurance 
Company, of New York, N. Y., has been 
admitted to Arkansas. 





William P. Habel, who was an officer of 
the Marquette National Fire Insurance Com- 
pany, of Chicago, III. is now connected with 
the Pennsylvania Insurance Department in 
its liquidation bureau. Mr. Habel’s first 
contact with the bureau was in connection 
with the liquidation of the Pittsburgh Fire 
Insurance Company, which was affiliated 
with the Marquette. 





A. K. Thom, chief agent itt Canada for 
the Prudential Assurance Company, of Eng- 
land, has resigned and will be succeeded by 
B. Mumphrey, who comes to Montreal from 
the home office. 





Frank Amidon has been elected an 
assistant secretary of the Rossia Insurance 
Company, of Hartford, Conn. Mr. Amidon 
has been with the Rossia since 1923 previ- 
ous to which time he was employed by the 
Hartford ‘Fire Insurance Company. 





The Sylvania Fire Insurance Company, of 
Philadelphia, Penna., which is under the 
management of Corroon & Reynolds, of 
New York, has been admitted to write busi- 
ness in Kentucky. 





Lee McGriff, who as a member of the 
firm of Moore and McGriff, represented the 
United States Fidelity & Guaranty Com- 
pany in Birmingham, Ala., has been placed 
in charge of the company’s branch office 
there. The new firm of Ed. S. Moore & Co., 
will continue to represent the U. S. F. & G. 
in some parts of Alabama. 





Superintendent of Insurance James A. 
Beha has recently licensed several Illinois 
corporations to transact business in the 
State of New York. They are the Presiden- 
tial Fire & Marine Insurance Company, the 
National Reserve Insurance Company, the 
Great Lakes Insurance Company, the Chi- 
cago Fire & Marine Insurance Company, 
and the Federal Union Insurance Company, 
all of Chicago, and the Iriquois Fire In- 
surance Company of Peoria, Illinois. 





Corroon & Reynolds of New York have 
announced the appointment of John Miller 
as State agent in Arkansas for the Brooklyn 
Fire Insurance Company, New York, and 
the Merchants & Manufacturers Fire Insur- 
ance Company of Newark, N. J., and in 
Oklahoma for the American Equitable As- 
surance and the Bronx Fire of New York, 
and the Sylvania Insurance Company of 
Philadelphia, Penna. 





Frederick Reddrop, London manager for 
the Liverpool, London & Globe Insurance 
Company, Ltd., of Liverpool, England, died 
on September 23. Though a frequent visi- 
tor to the United States, Mr. Reddrop was 
never officially associated with the United 
States branch of the L. L. & G. 





The Empire State Insurance Company of 
Watertown, N. Y., new running mate of the 
Agricultural Insurance Company of the same 
location, has been admitted to Massachu- 
setts where they will be represented by 
Harry E. Landon of Springfield as State 
agent. 





An investment trust corporation has been 
formed in Buffalo, N. Y., under the name 
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of the American Alliance Investment Corpo- 
ration. The president of the concern is 
Harry C. Thompson, president of the Jeffer- 
son Fire Insurance Company of Newark, 
N. J., and several other insurance men are 
identified with its directorate. 





Willis, Johnson & Company of Richmond, 
Va., have taken on the representation of the 
Public Fire Insurance Company of Newark, 
N. J., for the State of Virginia. W. T. John- 
son, of the agency, first conferred with home 
office officials of the other companies in his 
agency and upon their signifying ther agree- 
ment, completed the contract with the Pub- 
lic. The Public ‘Fire has no intention of 
opening a brokerage branch in Richmond, 
it is said. 





The Sussex Fire Insurance Company, re- 
cently incorporated in Delaware, is making 
plans to operate on the Pacific Coast. One 
appointment, that of Carl N. Corwin Com- 
pany of San Francisco, as State agent for 
California, has already been made although 
the company is not yet licensed in Califor- 
nia. Lippman & Lowey, well-known gen- 
eral agency of Newark, N. J., were instru- 
mental in organizing the Sussex. 


New stock is being offered to stockholders 
of the Republic Fire Insurance Company of 
Pittsburgh, Penna. Stockholders of record, 
September 28, may subscribe for the new 
stock in the ratio of one for three. The 
price is $30 per share and the rights expire 
on December 20. 





The Insurance Company of North America, 
Philadelphia, Penna., is establishing a new 
metropolitan office in New York which will 
be in charge of Charles L. Enderly. Hooper 
& McDaniel, who formerly represented the 
Insurance Company of North America in 
New York now have a general agency con- 
tract with the National Liberty Insurance 
Company of New York. 


Where a loss under a fire policy was payable 
to the mortgagee as his interest might appear, 
said mortgagee was a necessary and proper 
party to an action on the policy, and said action 
was properly brought in the county where the 
mortgagee has his principal office and place of 
business. A motion for a change of venue to 
the county where the insured and the defendant 
insurance company had their offices should be 
denied. (Greenleaf Realty Corporation vs. 
Phoenix Assurance Co., Ltd., Appellate Division 
New York Supreme Court, 229 New York 
Supp. 40.) 
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Governmental Aids for Aviation 
(Concluded from page 19) 


think perhaps that it is going to prove a handi- 
cap rather than an aid to the development of 
civilian flying. But certainly in the past two 
years that has not been the case. We have 
tried to put this regulation into effect with the 
least possible inconvenience to the men who 
were already in aviation, and to the new ones 
who desire to enter. And the outstanding and 
the most encouraging thing, particularly from 
an insurance point of view, although I might 
say it is from the departmental point of 
view, is the fact that only 10 per cent of the 
1927 accidents (fatal accidents) in aircraft oc- 
curred in planes operated by licensed personnel. 

Now, of course, in explanation of that figure 
it is only fair to say that the great majority of 
planes in 1927 had not yet been licensed, but I 
am satisfied that the figures for 1928 are still 
going to be very favorable to those licensed 
planes as compared to the unlicensed equipment. 

In addition to the supervision which the gov- 
ernment is giving, we are providing certain 
safety aids. The lighting of the airways is one 
of the great aids to night flying. Every ten 
miles, for something over 7500 miles, you will 
find an airway beacon in operation. Every 
thirty miles between the airports is an inter- 
mediate field where a pilot in case of bad 
weather, motor trouble, or other necessity, may 
land, and know that he has got a properly pre- 
pared surface on which to land and from which 
he can take off again. 

May I take just a moment of your time to 
tell you why the gover:ment is interested in 
doing this: First of all because aviation is 
nothing but a great transportation system. Don’t 
get the idea because so much of what you read 
has to do with military flying, non-stop records, 
racing, transoceanic flying and things of that 
kind that that is all there is to aviation. It is 
not. That is only the laboratory in which the 
planes are developed and the pilots get some ex- 
pert training. 

Aviation is really nothing in the world but a 
speedy transportation system and naturally the 
government that is interested in the prosperity 
of its people is interested in the development of 
any transportation system that will speed up 
and expedite the business, because that makes 
for prosperity. It addition to that, the industry 
which is going to be built up to supply the needs 
for aircraft and their accessories and their en- 
gines, will provide a means of livelihood for a 


minds of most people, but, nevertheless, a haz- 
ard which very properly should be insured 
against, and so it is that it offers an opportunity 
for you gentlemen to get out and to write new 
business. But aviation ought to be not only a 
customer of yours, but it also ought to be a 
servant. In other words, in carrying on your 
correspondence, in getting your policies from 
the home office, in expediting the settlement of 
claims which will help to maintain the good 
relations that have been talked about between 
the insurer and the public, use the air mail. 
Make use of it in connection with your own 
business. Several insurance agents that have 
large territories to cover are already covering 
them by plane, themselves, and there are count- 
less other ways that you can help, not only to 
boost aviation, but to boost your own business 
by making use of it. 


T. S. Ridge, Jr., Heads Missouri Associa= 
tion of Insurance Agents 

St. Louis, Mo., September 24.—T. S. Ridge, 
Jr., of Kansas City, Mo., was elected president 
of the Missouri Association of Insurance 
Agents at the closing session of the Twenty- 
ninth annual meeting of that organization at 
Hotel Statler, St. Louis, recently. He was 
named for the post without opposition, succeed- 
ing B. J. Fradenburg of Kansas City, who has 
served as president for two terms. 

Other officers elected are: First vice-presi- 
dent, John R. Harkins of St. Louis, Mo.; sec- 
ond vice-president, P. K. Weis, Moberly, Mo., 
and third vice-president, L. W. Garlick, St. 
Joseph, Mo. ; 

Regional vice-presidents: W. A. Shelton, 
Unionville; C. P. Allen, Trenton; Sam 
Sprecher, Sedalia; Walter Bernard, Caruthers- 
ville: Robert M. Clayton, Hannibal; H. M. 
Wassweiler, Springfield, and U. L. Jones, Pied- 
mont. 

Secretary-treasurer, James B. Wallace, Kan- 
sas City. 

Chairman legislative committee, Carl S. Law- 
ton, St. Louis, Mo. 

The offices of secretary and treasurer have 
been combined and the executive committee has 
been authorized to employ an executive secre- 
tary, whose salary will be fixed by the execu- 
tive committee. Wilbur F. Maring, Jr., of 
Kansas City, Mo., who had been secretary of 
the association will be retained as executive 
secretary. 


Insurance Year Book for 1928-29 
(Concluded from page 7) 
by the life insurance companies of the United 
States is analyzed from every point of view, in 
a very elaborate series of tables, permitting 
comparisons of transactions from year to year. 

An interesting feature of this volume is that 
section bearing the caption of Life Insurance 
History, which occupies 147 pages. Therein are 
shown the figures of all existing level-premium 
companies of the United States, numbering 319, 
year by year for the past 20 years, embracing 
the principal items of the annual statement. 

A section including 162 pages is known as 
the Life Insurance Compendium, and analizes 
the statements of the life insurance companies 
for the past year in a most comprehensive 
manner. It includes items showing the in- 
creases and decreases from the previous year 
to such an extent that the earlier year’s state- 
ment may be readily calculated. As no State 
Insurance Report covers all of the companies 
of the United States, The Insurance Year Book 
is the only publication that supplies full details 
of the official annual reports of every company. 

Life Insurance by States is the title of a 
department which shows transactions of the 
individual companies in each State and terri- 
tory in 1927. 

Among the other important and valuable fea- 
tures of this volume are the Gain and Loss 
Exhibit for 1927, retired companies, companies 
in course of liquidation and in the hands -of 
receivers, life underwriters’ organizations, in- 
surance classes, list of actuaries, etc. 


DIRECTORIES OF INSURANCE AGENTS, MEDICAL 
Directors AND ATTORNEYS 


Another valuable feature of this volume is the 
section embracing directories of insurance 
agents throughout the United States and Can- 
ada, attorneys specializing in insurance, and 
medical examiners, comprising 284 pages, and 
being conveniently arranged by States and 
towns. 

A complete index to the whole work renders 
all information quickly accessible, and no in- 
surance library is complete without this valu- 
able and comprehensive volume. It should find 
a place on the desk of every life underwriter in 
the country. The price of The Insulrance 
Year Book is $20 for a single volume; $35 for 
either two volumes; and $50 for the set of 
three volumes, when ordered together. 








ADDITIONAL EXTRACTS FROM SEMI-ANNUAL STATEMENTS OF FIRE INSUR- 
ANCE COMPANIES 


Below are presented items from the statements of fire insurance companies as of July 1, 1928, in comparison with those 
of July 1, 1927, and also figures representing premiums and losses in tne two six-months periods ending with these dates, 
‘These data are supplemental of those previously publisned in THE SpECTATOR 


great many of our population. But over and 
above all that, every government is interested 
in it because they realize that an adequate na- 
tional defense requires real sound civil aero- 


nautics. That is the reason the European gov- Surplus to Premiums 
. a ae eS s ae Name and Location of Company Year Assets Policyholjers Received Losses Paid 
cha = been papas = lines SO Ragie Fire, New York.........c-0cteeceeceeceeceeees {1928 1,807,203 1,203,614 247,042 114,264 

ily. Not because they have been perform- \1¢ ,685, ,071,375 ; : 
ene 3 : cs % y I Importers and Exporters, New York............-+2+-+- f1928 4,891,259 1,613,587 1,744,510 924,541 
ing any peculiar economic service because if 1927 4,761,793 1,556,745 1,991,812 950,618 
. As ~ as o 6 9¢ _ 
they were, the cost would be sufficient to meet 1omdon Assurance, Londom......-.......-.-+-+++++005 {1927 S827" 10l 2897, 931 Bos0 170 11256°782 
» » Tew York 92: 5 é O85 5 Or 9 

7 harges. B they hav layed the sub- Manhattan F. & M., New York...........---.+--eeeee {1928 1,544,323 965,573 250,692 138,032 
te cares, Pe: ee ey: Pee \1927 11492453 937,974 «278,822 «120,184 
sidy, because they realize it is an essential part Norwich Union Fire, Norwich..............2-++0e0008 }1928 7,741,474 2,775,039 2,106,930 = 1,050,167 
BL ns ; \1927 7,411,76 2,245,986 2,209,226 1,209,693 
of their national defense. Providence Washington, Providence..........2-0+2++06 | /1928 19,629,132 12,593,750 3,785,452 2,037,866 
aes sf : : nae . |1927 16,555,920 9,596,482 3,753,069 1,918,483 
Aviation, therefore, is going to play an im-  gentinel Fire, Springfield........0.00..0.ccceeeecseees /1928 1,558,742 1,200,724 151,407 79,836 
: usin life of this nation {1927 1,308,297 1,189,289 108,141 43,036 
ae = = ie business life of this Springfield F. & M., Springfield........... /1928 34,771,588 15,768,096 8,677,640 4,250,303 
and of the world. (1927 29,879,6 2,651,35 203, 4,037,890 
oi United States Merchants and Shippers, New York.....,, {1928 5,864,211 2,433,859 1,750,223 1,164,026 
, It present a hazard, not as great as 1s in the ; (1927 5,633,491 2,154,367 2,047,637 946,997 
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Insurance Stocks 





The following quotations, as of September 24, 
1928, are from reliable houses, and if any of 


our readers are interested in stocks not appear- 


ing in this list, the Research Bureau of THe 


SpecTator will endeavor to supply the data: 


American Alliance 
Arthur Atkins & Co., 

American Insurance Co. R, - eae 
Arthur Atkins & Co., 


Miliken & Pell, Sand N. | ee 


J. S. Rippel & Co., Newark.. 


L. A. Hollander & Co, Newark...... 
Gilbert Eliott & Co., N. ¥.C....... 


American Ins. of Newark (rights) 


Miliken & Pell, Newark............ 
J. S. Rippel & Co., Newark........ 
L. A. Hollander & Co., bs ae. eee 


Gilbert Eliott & Co., 
American Reserve Ins. "Co. 


J. Roy Prosser & Co., N. Y........ 
Gilbert Eliott ani awe MEWS... 


Bankers & Ship 


McKinley & | Ae 
Arthur Atkins & CS, Oe SP 
Gilbert Eliott & Co., (2g eee 


Bankers Indemnity (Newark) 


Miliken & Pell, Newark, N. J........ 
J. S. Rippel & Co., Newark........ 
L. A. Hollander & Co., Newark..... 


Baltimore-American 


J. Roy Prosser & Co., N. Y........ 
Henry G. Rolston & Co., N. Y..... 
Gilbert Eliott & Co., N. ¥.C....... 


mden Fire 


Arthur Atkins & Co., N. Y......... 


McKinley & Co., N. Y 
Morley, 


L. A. Hollander & Co., «Newari ane 


Gilbert Eliott & Co., 
Carolina Insurance 


J. Roy Prosser & Co., N. Y........ 
Arthur Atkins & Co., <3 2 ee 


Chicago F. & M. 


Charles Sincere & Co., Chicago. .... 


City of New York Ins. 


Arthur Atkins & Co., N. Y......... 


Commercial Cas. Ins. Co. 


Miliken & Pell, agg om eS See 
Newark Paiok oot 


J. S. Rippel & Co. 

J. Roy Prosser & Co., N eB 

Gilbert Eliott & Co., N. Y 
Constitution Ind. Co. 


Morley, Wood & Co., Phila........ 


Continental Assurance 


Charles Sincere Co., Chicago....... 


Continental Cas 


Charles Cincere & Co., Chicago..... 


Continental Ins. Co. 


Twin O: Co. Hariiord.......665220605 


Eagle Fire (Newark) 


J. S. Rippel & Co., Newark. ....... 
Gilbert hi ott & Co., ie ee 


Excess Ins. Co. of America 
West & Co., N. Y 
Gilbert Eliott & Co., N. Y. C.. 

Fidelity-Phenix 


Lewis & Co., Hartford............. 


Fidelity and Casualty 


Arthur Atkins & Co., N. Y......... 
J. Roy Prosser & Co., Se, eR 
Gilbert Eliott & Co., N. Y.C....... 
Fire Assn, of Philadel Ss se 


Firemen’s Insurance Co. of Newark 
Morley, Wood & Co., 
Miliken & Pell, Newark, 4 - 


Henry G. Rolston & Co., 


j. S. Rippel & Co., Tah Re eeraet 
L. A. Hollander & Co., Newark..... 
Arthur Atkins & Co., Sir Seay 
Gilbert Eliott & Co., WET. Gn. 


Franklin Fire 


Arthur Atkins & Co., N. Y......... 


Glens Falls 


Arthur Atkins & Co., N. Y......... 
J. Roy Prosser & Co. . * eee 
Henry G. Rolston & Co., N. Y..... 
Lewin & Co., Hartiord......... 0.2... 
Gilbert Eliott & Si a So re 


Globe & Rutgers 


ewe & Co. Hartiord.... .....0..0.. 
Gilbert Eliott & Co., N. ¥.C....... 


Great American Ins. 


L. A. Hollander & Sa Newark..... 
Henry G. Rolston & Co, _ 


J. Roy Prosser & Co., 


Arthur Atkins & Co., a "y. ee ae 
Lewis & Co., RES, oa. sos. 
Gilbert Eliott & Co., ss . oe 


Guardian Fire Assn. Coi 
Henry G. Rolston & 
Hanover Fire oe stock) 

Arthur Atkins & Co., N. Y 


Lewis & Co., Hartford............. 
Gi'bert Eliott & Co., N. ¥. C....... 


Halifax Fire (ex rights) 


Morley, Wood & Co., Phila........ 


Bid Offered 
550 590 
26 27 
2614 43 27 
261% 27 
26 27 
26 28 
234 3 
2% 3 
2% 3 
2% 3 
91 94 
91 96 
525 575 
525 575 
525 575 
23 ty 
23 
23 3334 
88 90 
88 90 
87 90 
30 31 
30 31 
30 31 
30 31 
30 31 
65 67 
65 67 
17 19 
600 625 
57 59 
57 59 
57 59 
55 60 
30 35 
95 
72 74 
81 83 
90 95 
90 94 
17 19 
17 19 
87 89 
188 192 
188 192 
185 195 
48% 494 
484% 4914 
47% 48 
47 47% 
47% «48 
475 48 
4744 48 
46 48 
400 420 
61 64 
62 63% 
61 64 
62 64 
62 64 
2950 elias 
2900 3000 
4914 504% 
49% 5014 
4916 50 
4916 50 
4914 50 
49 50 
114 118 
83 85 
83 85 
83 85 
44 46 


Poss Y. Haft & Coi, NY. .6. sos 
J. Roy Prosser & Co., TG ise once es 


Harmonia Ins. Co. 


J. Roy Prosser & Co., N. Y........ 
Arthur Atkins & Co., N. Y......... 
Henry G. Rolston & Co.,N. Y..... 


Home (N. Y.) ex Home Sec. Co. 


J. Roy Prosser & og S| OA 


McKinley & Co., 
Gilbert Bi 


Hudson Cas. Ins. Co. 


weommey @ (0, Dh. Ys 6 cc00scss ss 


Importers and Exporters 


Arthur Atkins & Co., N. Y......... 
Gilbert Eliott & Co., ONSY Occ... 


Independence Indemnity 


Morley, Wood & Co., Phila........ 
Perez F. Huff & Co., N. Y......... 


Independence Fire Ins. Co. 


Morley Wood & Co., Phila........ 


Ins. Co. of North America 


Morley Wood & Co., Phila........ 
Lewis & Co., Hartford. ...........+: 


Gilbert Eliott & Co., N. Y. C 
Ins. Co, of North America (rights) 


Morley Wood & Co., Phila........ 


Maryland Casualty 


Lewis & Co.;'Hartford.............. 
Gilbert Eliott & Co., N. Y. C....... 


Merchants Fire Ins. Co. 
Arthur Atkins & Co., N. Y 
Milwaukee Mechanics 


Arthur Atkins & Co., N. Y......... 
Henry G. Rolston & on oh eee 
Gilbert Eliott & Co., N. NO as, 


Missouri State Life 
Arthur Atkins & Co., 


Perez F. Huff & Co., "New Yorke. Pies 


National Liberty 


Henry G. Rolston & ~ Gas Se 
J. Roy Prosser &'Co., N. VY «4.0.25. 


Nationa! Surety 


Biches & Co... VY 0-6 s20s5e00 
Lewik & Co., Martian. ...:.5:60.¢6:0.55% 


National Union 


J. Roy Prosser & Co., N. Y........ 
Gilbert Eliott & Co., ~ 20 oleae 


New Amsterdam Cas. 


Memeauery & Co, NN. V......s5s0¢0200 
Gilbert Eliott & Co., N. ¥.C....... 


New Brunswick Ins. Co. 


Morley, Wood & Co., N. Y......... 


New Jersey Ins. Co. 


J. S. Rippel & Co., Newark........ 


New York Casualty Co. 


J. Roy Prosser & Co., N. Y........ 
Lewis & Co., feaitiond.... 2.0.5.0 
Gilbert Eliott & oP See Si oe Ore 


New World Life 


Charles Sincere & Co., Chicago..... 


Niagara Fire 


Lewis & Co., Hartford............. 


North River Ins. Co. 


Arthur Atkins & Co., N. Y........- 


Peoples National 


J. Roy Prosser & Co., N. Y........ 
Henry G. Rolston & Co., hE ae 


Philadelpnia National Fire 


Morley, Wood & Co., Phila........ 


Presidential F. & M 


Charles Sincere & Co., Chicago..... 


iott & te, Ny (A Oe 
Lewis & Co., Goring 0. 


100 


300 
300 


330 





6314 
63 
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doubled in value. 


to be underpriced. 

















INSURANCE 
COMPANY STOCKS 


Six of the stocks recommended 
by us last year more than 
Write for 
Circular B D which describes 
several issues which still seem 


Quotations on Request 


ARTHUR ATKINS & CO. 


27 William Street 
New York 


| Hanover 3707 











Public Fire Ins. Co. 


J. S. Rippel & Co., Newark......... 26 27 
Reliance Fire 

Morley, Wood & Co., Phila......... 27 30 
Republic Fire, Pittsburgh 

Henry G. Rolston & Co., N. Y...... 43 44 


Security Ins. Co. of New Haven 
Arthur Atkins & Co., N. V......200% 129 134 


Towle: te Co., TIGTHORG «5... cicccccsee 128 135 
St. Paul F. & M. Ins. Co. 
J. Roy Promer & Co., N.Y . ccc sc sins 204 208 


Memantey & Co.,.N. ¥... sec cssee 205 210 


Southern Surety 





Peres Ferree 0, he Woks secaes 37 39 

Gilbert Eliott & Co., N. ¥.C....... 37 39 
Stuyvesant 

J. Roy Prosser & Co., bey esis poses 307 315 

Arthur Atkins & Co., N. Y.....00005 307 315 

Lewis & Co., Heston Eeraaiiai gist dais tera 305 315 

Gilbert Eliott & Co., N. Y.C........ 305 315 
Sun Life Assn. 

Lwil ce CO; PIATON. 6c cic ccec nes 1950 
U. S. Fire Ins. Co. 

J. Roy Prosser & Co., N. Y......... 110 116 

Lewis & Co., Hartiord.........0600s% 110 116 
Universal Ins. Co. 

Arthur Atkins & Co., N. Y.......... 78 80 
United States de ese & Shippers 

J. Roy Prosser & Co., N. Y......... 455 475 

Gilbert Eliott & Co., NESCs. « carsies 440 455 
U. S. Fire Ins. Co. 

Lewis & Co., Hartford CE Sr Eee 110 117 

Gilbert Eliott & OER SO SA era 112 118 
Victory Insurance Co. 

Morley, any Be og MB 5d wees 27 30 
Virginia F. & N 

Arthur ithe Gh oe Se Oe,” Sa ear ar 130 138 

J. Roy Prosber & Co., Ne Vis. co cccces 130 138 
Westchester Fire 

McKinley & Co., Piel giavetgca sateceutals 97 98 

Arthur Atkins & ... Be Wie es acne 96 98 

J. Roy Prosser & Co. FRIES Gina we Sinvele 96 98 

Gilbert Eliott & Co., N. Y. C........ 97 100 

HARTFORD STOCKS 

Aetna Casualty and Surety 

Conning & Co., Hartford............ 1200 1230 

Lewin & Co FAO... ik sscccces 1200 1230 
Aetna Insurance (Fire) 

Conning & Co., Hartford............ 830 845 

ews & Ce., Flared... . ss cecus 830 845 
Aetna Life Ins. Co. 

Conning & Co., Hartford.........0s% 880 890 

Lewis & Co., Hartiord.......scccses 880 890 
Automobile Insurance 

Conning & Co., Hartford............ 440 450 

Eewik Ge Co., VAGCUORE oss ccc ce cccoes 440 450 
Conn. General Life 

Conning & Co., Hartford............ 1775 1825 

Lewis & Co., Hartiord.........sccsce0 1775 1800 
Hartford Fire 

Conning & Co., Hartford............ 830 840 

eS ea eer er 830 840 
Hartford Steam Boiler 

Conning & Co., Hartford............ 780 800 

Demin G Co., PIOTeOOGs 6.5. 6.60ciccscecs 780 800 
National Fire 

Conning & Co., Hartford........... ee 1200 

Lewis & Co., Hartford......-+..00e: 1150 1180 

Henry G. Rolston & Co. pas WC... 1190 1200 
Phoenix Insurance " 
. Conning & Co., Hartford........... 825 835 

— = 





J. S. RIPPEL & CO. 


Dealers in 


Newark Bank, Insurance 
and Title Stocks 


Municipal and 
Public Service Corporation 
Securities 





18 Clinton St. Newark, N. J. 
Established 1891 
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Lewis & Co., Hartford.............. 825 835 
‘Travelers Insurance (ex rights) 


Conning & Co., Hartford............ 1630 1660 
Lewis & Co., Hartford.............. 1640 1660 
NEW ENGLAND STOCKS 
American Investment Securities Co. 
Chas. A. Day & Co., Inc., Boston... . 18 21 
Boston Casualty 
Chas. A. Day & Co., Inc., Boston. ... 15 25 
Boston Insurance 
Chas, A. Day & Co., Inc., Boston.... 1275 1310 
Capitol Fire Ins. Co. 
has. A. Day & Co., Inc., Boston: 
ne 95 
SER eae eee 285 
Columbian National Life Ins. Co. 
Chas. A. Day & Co., Inc., Boston.... 405 415 
Mass. Bond. & Ins. Co. (new) 
Chas. A. Day & Co., Inc., Boston. ... 550 600 
Mass, Title Ins., Pfd. 
Chas. A. Day & Co., Inc., Boston.... 25 35 
New England Fire 
Chas. A. Day & Co., Inc., Boston... . 50 55 
New H&mpshire Fire 
Chas. A. Day & Co., Inc., Boston.... 515 540 
Old Colony Insurance 
Chas, A. Day & Co., Inc., Boston.... 275 
Providence--Washington 
Chas. A. Day & Co., Inc., Boston.... 735 755 
Springfield Fire and Marine (new) 
Chas. A. Day & Co., Inc., Boston.... 210 225 
United Life and Accident Ins. Co. 


Chas. A. Day & Co., Inc., Boston.... 33 28 


Opportunity to Get Experienced Special 

A special agent with 15 years’ fire insurance 
field experience, advertises in another column 
for a position to cover territory anywhere from 
Maine to Pennsylvania. 








We recommend 


*Missouri State Life Ins. Co. 
*Lincoln Fire 





Commonwealth Casualty 
Firemens of Newark 





* Special reports on request 


L. A. HOLLANDER & CO. 


Investment Securities 


Chamber of Commerce Bldg. 
20-24 Branford Place 


Newark, N. J. 
Phones, Mulberry 4850-1 














INDEPENDENCE 
INDEMNITY CO. 


Notable progress of the Com- 
pany as reflected in Premium 


Income: 
BR x nis58 ees $2,708,999 
. Ser 7,095,260 
| Se 8,532,780 


This Stock should be bought 
for future enhancement in value. 


Price on Application 


Perez F. Huff Co., Inc. 


Insurance & Bank Stocks 
75 Maiden Lane, New York 
Telephone Beekman 6480 























FLORIDA LOSSES 





Harvey W. Russ Represents National 
Board in Devastated Territory 





NO ESTIMATES YET AVAILABLE 





Companies Concede Large Losses—Arrange- 
ments Being Made for Prompt 
Adjustment 


The loss in life because of the hurricane that 
first devastated Porto Rico and then swept 
across to Florida and worked so great havoc 
in the vicinity of Palm Beach has been fairly 
accurately tabulated. It is still impossible to 
be at all sure as to the accurate total of the 
property damage caused and even less possible 
to arrive at any certain figure as to what the 
ultimate loss to the insurance companies writ- 
ing tornado insurance in these places will be. 
As for Porto Rico, it is admitted that Ameri- 
can companies will not be involved to any con- 
siderable extent because a major part of such 
business written there is done in British com- 
panies, but the situation in Florida will most 
certainly result in large losses to American 
companies. 


The National Board of Fire Underwriters 
last week sent to West Palm Beach its con- 
flagration equipment to assist in handling the 
hurricane losses. W. E. Mallalieu, general 
manager of the National Board, has been in 
telegraphic communication with Harvey W. 
Russ, general adjuster of the Board, who is in 
charge of the conflagration equipment in Flor- 
ida, but says that so far it is impossible to give 
any definite information as to the extent of 
the losses. 


When interviewed by a representative of THE 
SPECTATOR Officials of several companies that 
write tornado insurance in Florida were in most 
instances unprepared to give anything like cer- 
tain figures as to the probable losses they would 


have to pay. Most of them, naturally, have 
sent men to Florida. Estimates as to what the 
losses would be varied from 20 to 60 per cent 
of the insurance carried in the Palm Beaches, 
Okeechobee and Lake Worth. 

Also there was considerable difference of 
opinion expressed as to the total amount of tor- 
nado insurance carried in Florida at the present 
time. 


Profits in Insurance Stocks 


Under the title of “Profits in Insurance 
Stocks” a new book has been written by W. H. 
Woodward, and published by The Macmillan 
Company. It tells in clear, simple language 
just what insurance stocks are and how they 
should be chosen for investment or profit, the 
author’s views being based on his analysis of 
facts and figures. He is also the author of a 
book on “Profits in Bank Stocks.” Mr. Wood- 
ward has had long experience in banking and 
investing, and during the last five years his 
activities have been confined almost exclusively 
to dealing in insurance and bank stocks. Profits 
in Insurance Stocks may be procured from 
The Spectator Company at $1.50 per copy. 


Investment Trusts in America 


A book written by Marshall H. Williams, 
entitled “Investment Trusts in America,” has 
just been issued by The Macmillan Company. 
It deals with one of the latest and most active 
developments in American finance. Investment 
trust securities are being issued and absorbed 
at the rate of several hundred million dollars 
yearly, and this book dealing with such trusts 
presents much accurate and non-technical in- 
formation concerning them and their business 
methods and management. The book also pre- 
sents valuable statistics concerning a large num- 
ber of American trusts and their earnings. It 
may be procured from The Spectator Company 
at $1.50 per copy. 





Specialists in 


The underwriting of new capital for 


LIFE 


CASUALTY 
FIRE & 


MARINE 
INSURANCE 


COMPANIES 


Fuller, Richter, Aldrich 8 © 


INVESTMENT BANKERS 
94 PEARL STREET 
HARTFORD, CONNECTICUT 
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SUBROGATION RIGHTS 

A right of action for entire loss by fire is 
single, and cannot be separately maintained 
by the owner and by the company, and 
hence where insurance covered only part of 
the loss which was caused by a third party, 
a judgment against the third party in an ac- 
tion by the insured for the difference be- 
tween the total loss and the insurance paid 
to it, precludes the company from recover- 
ing from the third party the amount paid by 
the company to the third party. 

A fire negligently started by the employees 
of the receiver of the Minneapolis and St. Louis 
Railroad Company destroyed some of the prop- 
erty of the Ft, Dodge, Des Moines and South- 
ern Railroad Company, including certain box 
cars, the tracks of the latter company parallel- 
ing the tracks of the former at a certain point. 
The insurance company, which covered the box 
cars, paid the Ft. Dodge $2800 because of the 
loss. Subsequently the Ft. Dodge started a sep- 
arate suit against the Minneapolis & St. Louis 
for the remainder of the loss sustained, credit- 
ing the amount paid by the company and asking 
judgment for the balance due. The trial of 
that action resulted in a verdict for the plaintiff. 

At the same time the aforementioned action 
was started, the insurance company which paid 
the loss to the Ft. Dodge Company started an 
action against the receiver of the Minneapolis 
and St. Louis Railroad. After the adjudica- 
tion in favor of the Ft. Dodge Company against 
the company that caused the fire, the answer in 
the insurance company case was amended to 
set forth the judgment and satisfaction in the 
Ft. Dodge case as constituting a full and com- 
plete adjudication, satisfaction and discharge of 
any claim the insurance company might have, 
and a further plea of an estoppel on account of 
such adjudication, etc. The insurance com- 
pany’s motion to strike out the amended answer 
was denied and on the trial of the action the 
above facts were set forth with the result that a 
verdict was directed in favor of the defendant 
receiver of the Minneapolis & St. Louis Rail- 
road Company. 

The question on appeal was whether the 
judgment entered in the Ft. Dodge case pre- 
cluded the plaintiff insurance company from 
recovering in the presentation, and the Circuit 
Court of Appeals in holding that the trial court 
was right in directing a judgment in favor of 
the defendant stated: “The law as laid down 
by the above cases is that an insurer who has 
paid a loss is thereby subrogated (to the extent 
of the payment) to the rights of the insured; 
that, where the insurance payment covers the 
entire loss, the insurer becomes the party in 
interest and may bring an action; that, where 
the insurance covers only a portion of the loss, 
the right of action remains in the insured for 
the entire loss, the insured becoming a trustee 
for the insurer (to the extent of the loss paid 
by the insurer) in the recovery secured by it; 
that the right of action for the entire loss is 





single and cannot be split and separately main- 
tained by the owner and the various insurers 
who have paid parts of the loss. 

“The insurance company seeks to avoid this 
situation by contending that upon the payment 
of the loss it became the ‘real party in interest’ 
within section 10967 of the Code of Iowa, 1924, 
which provides that ‘every action must be prose- 
cuted in the name of the real party in interest.’ 
It cites but two Iowa cases (Graves vs. Mer- 
chants’ & Bankers’ Ins. Co.. 82 Iowa, 637, 49 
N.W. 65, 31 Am. St. Rep. 507, and Russell vs. 
C., M. & St. P.R. Co., 195 Iowa 993, 191 N.W. 
806, 192 N.W. 267), neither of which rule this 
case as a construction of that statute on facts 
similar to those here involved. In fact, the Rus- 
sell Case, at page 1000 (191 N.W. 809), seems 
to announce the rule as above stated. Without 
such construction by the Iowa Supreme Court, 
we are bound by the authority and are convinced 
by the reasoning of the above cases in the 
United States courts. The Norwich Case, where 
the court cites with approval a Massachusetts 
case (Hart vs. Western R. Corp., 13 Metc. 99, 
46 Am. Dec. 719) brought under a similar code, 
seems particularly pertinent.” (Fireman’s Ins. 
Co. of Newark vs. Bremmer, Circuit Court of 
Appeals, Eighth Circuit, 25 Federal Reporter 
2nd 75.) 


os 


ACTION FOR PREMIUM 

The fact that the policy was never actu- 
ally delivered to the insured is not a good 
defense to a suit by an agent for the first 
annual premium since manual delivery of 
the policy is not necessary where the policy 
has actually been issued by the company 
and retained by the agent for his own pro- 
tection until the payment of the premium by 
the insured. Furthermore, it is no defense 
to such action that the insured had no title 
to the property insured since the fire policy 
is not void if the insured fails to have title 
to the property insured, where the agent of 
the company writing the policy knew such 
fact at the time of issuance. 

This is an action by a local agent of a fire 
insurance company to recover the first annual 
premium from the insured which had been paid 
to the company by the agent on behalf of the 
insured. The insured defended on the ground 
that the agent was not entitled to recover be- 
cause the policy was void. first, because it had 
never been actually delivered to the insured, and 
secondly, because the insured had no title to the 
property covered, and hence the policy, through 
its own terms, was void. 

Held, that manual delivery of the policy is 
not necessary where the policy has actually been 
isued by the company, but merely retained by 
the agent for his own protection until such time 
as the insured shall reimburse him by the pay- 
ment of the premium. Furthermore, a policy 
of fire insurance is not void because of the fact 
that the title to the property insured was not in 
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WHAT THE RECENT CASES HOLD 

Where there is a mere error in the name of 
the assured as contained in the fire insurance 
policy, but he is the person intended to be in- 
sured, he may maintain an action at law on the 
policy, but where the insured is not named in 
the policy as the insured and there is not merely 
an error of name but a miscarriage of intent, 
an action at law cannot be maintained on the 
policy itself and reformation of the pdticy is 
necessary to conform it to the parties’ true in- 
tent. (Great American Ins. Co. vs. Johnson, 
Circuit Court of Appeals, 25 Federal Reporter, 
2nd 847.) So if the policy by mutual mistake 
or by mistake of one party and fraud of the 
other, fails to conform to a prior valid insur- 
ance contract, it may be reformed in a court of 
equity. Lee vs. Hartford Fire Ins. Co., Court 
of Appeals of Ky., 4 Southwestern Reporter, 
2nd 372.) 


Where an adjudication was made by the 
sheriff in foreclosure proceedings prior to the 
fire loss, the fire policy is void as against the 
assured, said policy stipulating that the entire 
policy should be void as against the assured if 
foreclosure proceedings were commenced with 
his knowledge, but the policy is not void as to 
the mortgagee creditor of the insured, to whom 
the loss was payable, for his failure to notify 
the company of the foreclosure proceedings, in 
which the buyer did not live up to the require- 
ments of the bid he made by paying the price 
with the result that no deed was executed. 
(Capital Bldg. and Loan Association vs. North- 
ern Ins. Co. of New York, Supreme Court of 
La., 116, Southern Reporter 843.) 





Under a valued policy contract covering 
household goods, the insured, in a suit thereon, 
is not required to state the value of the property 
at the time of the fire where he at all times 
claims total loss of the property insured. 
(Avery vs. Mechanics Ins. Co. of Phila., Kan- 
sas City Court of Appeals, 4 Southwestern Re- 
porter 2nd 871.) 


Ordinarily it is a general rule that one of the 
essentials to cancellation by the company is the 
return of the unearned premium, but where by 
its acts the insured waived its right to receive 
the unearned premium, this rule has no applica- 
tion. (Phila. Fire and Marine Ins. Co. vs. 
Board of Education, Supreme'Court of Okla- 
homa 267, Pacific Reporter 639.) 








the assured, where it is shown that the agent 
of the company writing the policy had knowl- 
edge of such fact at the time he wrote the pol- 
icy. 

(Fair et al. vs. Culpepper & Son, Court of 
Appeals of Ga., 142 Southeastern Reporter 756.) 
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NOW READY 


THE INSURANCE YEAR BOOK 


SERVICE tor 1928—1929 


FIFTY-SIXTH ANNUAL ISSUE 


| Sse over half a century The Insurance Year Book has been relied 

upon as an accurate and comprehensive source of information, and 
has been and is justly regarded as the greatest encyclopedia of insurance 
statistics in the world. With the continued annual expansion in all 
branches of the insurance business, The Insurance Year Book has grown 
from one small volume until it is now published in 


Three Volumes, Comprising Some 4,000 Pages 
devoted respectively to LIFE INSURANCE, FIRE AND MARINE 
INSURANCE and CASUALTY, SURETY and MISCELLANEOUS 
INSURANCE 


In addition to the standard statistical history a prose history of 
each company from organization to date is given, including capital 
changes, surplus, contributions, dividends, changes in control, changes 
in plan, kinds of policies written, etc. 


EACH VOLUME Is COMPLETE IN ITSELF 


BRIEF OUTLINE OF CONTENTS 


CASUALTY, SURETY AND MIS- FIRE AND MARINE VOLUME 
CELLANEOUS VOLUME (Subscribers are also entitled to Bulletins 


(Subscribers are also entitled to Bulletins and Special Confidential Reports) 
and Special Confidential Reports) 





LIFE VOLUME 


(Subscribers are also entitled 
to Special Confidential Reports) 


Reports of Fire Insurance Companies 
—Historical Data. 


Short Rate Tables. 


Reports of Life Insurance Companies Reports of Casualty, Surety and 
—Historical Data. Miscellaneous Insurance Com- 


Statutory Requirements. panies—Historical Data. 


Statistical History. 

Compendium of Official Life Insur- 
ance Reports. 

Statistics of Foreign Companies. 

Canadian Department. 

Business by States. 

Stipulated Premium, Assessment and 
Fraternal Insurance. 


Directory of Insurance Agents, Law- 
yers and Medical Examiners. 





Statutory Requirements. 

Statistical Tables. 

Classified Premiums, Losses and 
Expenses. 

Business by States. 

Liability and Workmen’s Compensa- 
tion Insurance Laws and Statistics. 

Premiums, Losses, Commissions and 
Expenses by Classes for Five 
Years. 

Directory of Insurance Agents, Law- 
yers and Medical Examiners. 





Statistics of Fire Insurance Business. 
Classificatior of Premiums and Losses 
Retired Companies. 

Underwriters’ Organizations. 

Foreign Insurance Companies. 
Marine Insurance Data. 

Fire Departments and Water Supply. 
(In towns of 2,000 or tess population) 
Directory of Insurance Agents, Law- 

years and Adjusters. 


PRICES: 
Life Insurance Volume................... $20 Fire and Marine Insurance Volume............ $20 
(Including Special Confidential Reports) (Including Bulletins and Special Confidential Reports) 
Ss t d Miscell In- ‘i 
Coomeies Fo inl iad RY = waebiied 7 20 Either Two Volumes, ordered together......... 35 
(Including Bulletins and Special Confidential Reports) All Three Volumes, ordered together........... 50 


Sent postpaid to any address in the United States, or any country in the Postal Union (except Great Britain), on receipt 


of price; to other countries, extra cost of postage added. Customs charges added. 


THE SPECTATOR COMPANY 


INSURANCE EXCHANGE 
~ CHICAGO 


PUBLISHERS 


135 WILLIAM STREET 
NEW YORK 
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THE WOMAN’S BENEFIT ASSOCIATION 


ROYA L 
UNION 
LIFE 


INSURANCE COMPANY 


Des Moines, Iowa 


Paid to Policyholders, over 
$26,000,000.00 


Insurance in Force 


$141,178,497.00 
A. C. TUCKER, President 
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THE SIGN OF GOOD CASUALTY INSURANCE 











LIABILITY BURGLARY 
ACCIDENT CREDIT 

HEALTH BOILER 
AUTOMOBILE LANDLORDS 

TEAMS ELEVATOR 
COMPENSATION GENERAL LIABILITY 





ESTABLISHED 1869 


LONDON GUARANTEE & ACCIDENT CO., LTD. 
HEAD OFFICE, 55 FIFTH AVE., NEW YORK 
C. M. Berger, United States Manager 
E. W. Lang, Resident Manager, 90 Maiden Lane, New York 


Largest Fraternal Benefit Society Composed Exclusively of 
Women in the World 


Organized October 1, 1892 
WOMEN DEPUTIES WANTED 
Good Territory Everywhere in United States 
and Canada for Qualified Field Applicants. 
DRE PER UNOE «onic cesses oan ew aon ce $24,000,000 
36,000,000 


For further information write to 


THE INTERNATIONAL HEADQUARTERS 
W. B. A. Building Port Huron, Michigan 


Miss Bina M. West Miss Frances D. Partridge 
Supreme President Supreme Secretary 














The Continental trade-mark does more 
than identify insurance of quality—it sym- 
bolizes the ideals of the Company and rep- 
resents its ambition to work with its agents 
to attain mutual growth and _ success. 


Continental Casualty Company 
H. G. B. Alexander, President 
CHICAGO 


Casualty Insurance Surety Bonds 
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AN IMPORTANT NEW BOOK FOR LIFE 
UNDERWRITERS AND TRUST OFFICERS 


LIFE INSURANCE 
TRUSTS EXPLAINED 


By Herbert M. Olney 
Member of the New York Bar 
Trust Officer, Liberty National Bank and Trust Company 
in New York 


Life Insurance Trusts have already been estab- 
lished for sums running into the hundreds oi 
millions of dollars, and 


The Possibilities for New Business 
Are Enormous! 


The Life Insurance Trust is a common meeting 
ground for 


The Underwriter and the Trust 
Officer 


and the business of both can be promoted 
through ‘the greater use of Insurance Trusts. 
Policyholders and their beneficiaries are like- 
wise very greatly benefited by the combined 
services rendered by 


Life Insurance and Corporate 
Trustees 


Every underwriter and trust officer should 
study Mr. Olney’s book, which contains the 
information needed by them for the develop- 
ment of the best service in adapting insurance 
to the needs of beneficiaries. 


The chapter titles are: General Explanation 
and Definitions; The Unfunded Insurance 
Trust; The Funded Life Insurance Trust; 
Matters of Trust Administration; Planning 
the Trust; Trust Settlements Increase Useful- 
ness of Insurance. The General Policies for 
Cooperation adopted by the Life Underwriters’ 
Association of New York and the Corporate 
Fiduciaries Association of New York, are also 


given. 
Price $1. 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
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TO INCREASE CAPITAL BY 
$15,000,000 


United States Fidelity and Guaranty 
Will Have $25,000,000 Authorized 





STOCKHOLDERS VOTE ON OCTOBER 8 





Reduction in Par Value from $50 to $10 
Is Also Proposed 


BALtimorE, Mp., September 24.—Directors of 
the United States Fidelity and Guaranty Com- 
pany last week recommended to the stockhold- 
ers that the authorized capital of the company 
be increased from $10,000,000 to $25,000,000 and 
that the par value of the stock be reduced from 
$50 a share to $10 a share. The board further 
authorized, subject to the approval of the stock- 
holders, that the present $50 par value stock be 
exchanged for new $10 par value on the basis 
of one share of old for five shares of new stock. 

The board also voted to sell $2,500,000 addi- 
tional stock, being the balance of the present 
$10,000,000 authorized issue, to stockholders at 
$100, or double par, a share. Of the proceeds 
$2,500,000 will go to capital and a similar 
amount to surplus. 

A special meeting of shareholders has been 
called for October 8 to vote upon the proposals. 
The board declared the regular quarterly divi- 
dend of $2.25 a share and an extra $1, both pay- 
able October 1 to stockholders of record Sep- 
tember 25. 

President R. Howard Bland told the board 
that net earnings for the eight months ended 
August 31 last were $4,080,000, which is a larger 
sum than was earned in any full year in the 
history of the company. Mr. Bland also in- 
formed the directors that the dividend on the 
new stock would be $2 a share, equivalent to 
$10 a share on the present stock, which receives 
$9 regular and $1 extra. 

After giving effect to the capital increase, 
the United States Fidelity and Guaranty Com- 
pany will have capital of $10,000,000, surplus 
and undivided profits of more than $18,000,000, 
comparing with present capital of $7,500,000 
and surplus and undivided profits of $14,848,000. 

When the capital increase becomes effective 
total resources of the United States Fidelity 
and Guaranty Company will be $70,000,000. 


Baltimore Commissioner Investigating $1 
Newspaper Accident Policy 

BaLtimorE, Mp., September 24.—State Insur- 
ance Commissioner Carville D. Benson, has 
started an investigation into the writing of an 
accident insurance policy in connection with 
subscriptions by one of the Hearst daily papers. 

The policy, which is issued by the North 
American Accident Insurance Company, Chi- 
cago, is given on the payment of $1 in addition 
to a year’s subscription and it is said that the 
policy provisions are alleged to be ambiguous. 





Complaint was made to the Commissioner, 
who has written the North American Company 
asking for an explanation of the contract. 

The advertisement which the paper has been 
running regarding the sale of the insurance 
has received much adverse criticism. 


F. J. CRISP JOINS CENTURY 
INDEMNITY 
Becomes Assistant Manager of Pacific 
Coast Department 

Fred J. Crisp, manager of the Northern Cali- 
fornia branch of the National Surety Company, 
has resigned that post to become assistant man- 
ager of the Pacific Coast department of the 
Century Indemnity Company of Hartford, in 
charge of bonding lines. This department in- 
cludes California, Oregon and Washington. 

Although born in Australia, Mr. Crisp was 
brought to the United States by his parents 
when only a year old. He was educated in the 
schools of California and at the university of 
that State. He was admitted to the California 
Bar in 1906 and practiced until 1916 when he 
joined the Ntional Surety Company. He is a 
former president of the Surety Association of 
Northern California and is a member of the 
Rotary Club and of Masonic organizations. 


AMERICAN LIABILITY AND SURETY 
INCREASING FUNDS 
Company Raising Capital and Surplus to 
$1,000,000 

The American Liability and Surety Company 
of Cincinnati has increased its capital from 
$300,000 to $500,000 and the surplus from $300,- 
000 to $500,000. The American Liability and 
Surety Company, which is controlled by the 
same financial interests that represent the West- 
ern and Southern Life Insurance Company, 
now becomes a millionaire corporation and 
takes its place among the foremost companies 
of the United States writing health and acci- 
dent, auto liability, fire and theft, property 
damage, collision, tornado, plate glass, burglary, 
fidelity and surety bonds. To give policyhold- 
ers prompt and efficient service, agencies and 
district offices are already located in the States 
of Ohio, Indiana, West Virginia, Pennsylvania 
and Kentucky. 


Increased Capital Planned by Employers 
Reinsurance 

The Employers Indemnity Corporation of 
Kansas City has changed its title to the Em- 
ployers Reinsurance Corporation and, in this 
connection, is increasing its capital and surplus. 

Hitt Farwell & Company, New York, and 
Stern Brothers, Kansas City, are offering 76,- 
631 shares of the capital at $31 per share, and 
the company is to have a paid-in capital and 
surplus of $3,600,000. 

No change in the management is contemplated 
and Edward Trimble continues as president with 
Howard Flagg as vice-president. 
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FORMATION OF NEW COM= 
PANIES DISCUSSED 


Agents Say Additional Carriers Cre- 
ate Field Problems 








“CULTIVATED REBATING” GROWING 





Casualty and Surety Committee Reports to 
National Association 


The report of the casualty and surety com- 
mittee of the National Association of Insurance 
Agents, as submitted to the convention of that 
body at West Baden, Ind., last week, indicated 
that very few complaints had been handed in 
to the committee during the year. While there 
were few complaints, there is a great deal of 
work for the committee to do in connection 
with the new problems in casualty and surety 
lines, says the report. All agencies, whether 
large or small, have a considerable percentage 
of casualty and surety business. 

The report particularly stressed the difficul- 
ties that are arising on account of the increas- 
ing number of new companies being formed, 
and on this point said: 


The advent of many new casualty and surety 
companies in the field, and their organization by 
the fire companies, or the fire companies linking 
up with an indemnity company for the purpose 
of issuing joint policies has led to the creation 
of additional competition against already estab- 
lished agents and companies. Therefore this in- 
crease in competition will be felt sooner or 
later in decrease of premiums on account of 
spreading it over a wider field. We therefore 
recommend that the excutive committee make 
a special study of this situation during the com- 
ing year. 

Up to the present time, however, the casualty 
and surety companies have used their effort 
mainly in educating the agents and the public 
to the necessity of liability and surety coverage, 
so the result so far, by increasing competition 
in the field, has been an advantage rather than 
a disadvantage to the agents in giving a more 
liberal education to the public on liability and 
corporate surety lines. 

It is true that in some sections of the coun- 
try this competition has brought about some 
demoralization of rates and cultivated rebating. 
This particularly applies to contract bonds. 
This situation seems to be more acute in the 
Middle West, particularly due to the fact that 
there are no anti-rebate or qualification laws 
on the statute books of many of these States. 
The companies themselves have become more 
liberal in their contract bond underwriting and, 
in fact, there is a growing sentiment that 
authorizations are being increased without due 
regard to qualification of the principal, either 
financially or as to ability. 


Harold R. Cronin Resigns 
(Concluded from page 3) 
and executives will attend and Mr. Cronin will 
enter upon his new career with expressions of 
goodwill from the host of friends he has made 
in the New York territory and elsewhere. 
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The Employers’ 
Liability Assurance 
Corp., Ltd. 


The Employers’ Fire 
Insurance Co. 


American Employers’ 
Insurance Co. 


SAMUEL APPLETON BUILDING 
110 Milk Street, Boston, Massachusetts 


Practically every form of Insurance 
except Life 


The Difference Lies in SERVICE 


HE highly developed insurance 

policy of one reputable com- 

pany is essentially like that of an- 
other, in this year of 1928. 


The great difference lies in the 
service: 


—in the way a policy's invaluable pro- 
tection is made to fit your peculiar 
needs. 


in the professiona counsel you re- 
—ceive regarding its functions. 


—in the manner in which you are re- 
lieved of insurance detail and worry. 


—in obtaining for you the best possible 
policy, with the greatest possible 
security and the best possible pro- 
tection. 


The Employers’ Group representative in 
your locality is sucha man. He has been 
selected with extreme care to carry on their 
policy of “the service that satisfies.” You 
may depend on him, as an ever-increasing 
number of Employers’ policyholders are 
doing, the country over. 


The above is the message which The Em 
ployers’ Group is giving the insuring public 
through the media of national magazines. 

Agency connections with The Employers’ 
Group are still available for the competent 
insurance man. 








FOREIGN NEWS 











On German railroads, statistics published 
by the German Government show that in 1927 
one million travel kilometers accounted for 5.71 
accidents, against 10.78 in 1919 and 4.66 in 1913. 
The percentage of persons killed in accidents 
was 5.19 per one million travel kilometers in 
1927 against 11.62 in 1919 and 4.63 in 1913. Of 
the 5.19 in 1927, 2.01 were passengers, against 
8.16 in 1919 and 1.83 in 1913. This shows that 
the condition of the rolling stock and roadbed 
in 1919, right after the war, has been consider- 
ably bettered, but has not as yet reached the 
perfection of pre-war times. 

As regards aeroplanes, on July 1, 1927, 
there were licensed in Germany 686 aeroplanes, 
against 475 on February 1, an increase of almost 
50 per cent. 

In Spain, the repeated reports that the 
Spanish Government is contemplating national- 
ization of insurance, have been officially denied. 
It is nevertheless a fact that supervision by the 
government has of late been very strict and has 
been rigorously enforced. It is clear that in- 
surance with national companies is officially 
favored. The deposit requirement for inland- 
marine business is 300.000 pesetas in Govern- 
ment securities. This tendency has induced for- 
eign companies to either acquire national com- 
panies outright or secure sufficient stock for 
their control. English, French and Italian com- 
panies have taken the latter course, while Ger- 
man companies have acquired Spanish companies 
outright. Thus the Mannheimer acquired the 
Constancia; and the Allianz of Berlin has the 
Centro Catalan, the name of which has been 
changed to Plus Ultra. The present time is 
most unfavorable for foreign companies wish- 


ing to extend their operations into Spain. 
Argentina. The State of San Juan, one 
of the far-Western States of the Argentine 
Federation, has passed a law requiring from 
foreign companies an annual license fee of 5000 
pesos, from Argentine companies which are 
organized outside of the State of San Juan an 
annual license fee of 3000 pesos, and for San 
Juan companies 1000 pesos. If all States of the 
Argentine Federation would follow this exam- 
ple it would cost a foreign company annually 
70.000 pesos in license fees alone, and an Ar- 
gentine company 42,000 pesos annual license 
fees to do business in all States in Argentifia. 


Brazil. The Federal Government has 
passed Decree No. 5470, of June 6, 1928, pro- 
viding that all fire and marine companies must 
file with the Federal Insurance Inspector the 
minimum tariffs they use; the tariff which is 
used by the majority of companies will be the 
minimum tariff for all companies until the gov- 
ernment has had an opportunity to work out a 
tariff itself. All policies issued at a lower rate 
are void and the companies issuing them are 
fined 5 contos (about $550) for the first trans- 
gression, twice that sum for the second viola- 
tion and the license is revoked when a third 
mfringement. The government will also work 
for uniform policy conditions and clauses. These 
steps by the government are commented on by 
the companies in different ways. Some hold 
that it is a good thing, as it will stop indis- 
criminate rate cutting and _ rebating, while 
others see in it only another step for endless 
government interference in insurance matters, 
and deplore it. 


New York Indemnity Appointment 

The New York Indemnity Company has 
announced the appointment of Lethbridge & 
Barker, Inc., of East Orange, N. J., as general 
agent for casualty and surety business. 
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Insurance Activities and the National 
Chamber of Commerce 


By TERENCE F. CUNNEEN 


Manager, Insurance Department, Chamber of Commerce of the United States 


In addressing the National Association of 
Insurance Agents at its annual convention in 
West Baden, Ind., last week, Terence F. Cun- 
neen, manager of the insurance department of 
the United States Chamber of Commerce, 
pointed out that the Chamber commits itself 
to no movement or legislation without a refer- 
endum among its members. After outlining 
the make-up and functioning powers of the 
Chamber, Manager Cuneen continued his re- 
marks as follows: 

It is estimated that at an average session of 
Congress over 20,000 bills are submitted. How 
can a Senator or Representative be intelligently 
informed on 20,000 bills? Yet that is what he 
is expected to do. Business men now have 
an effective organization through which they 
can express their views to their representatives. 
In nearly all cases the senators and represen- 
tatives only desire the facts and upon knowing 
such, vote accordingly. The National Cham- 
ber numbers in its membership 1600 local cham- 
bers of commerce and national trade associa- 
tions, representing an underlying membership 
of over 860,000 corporations, firms and in- 
dividuals. 

Always, the National Chamber stands for 
self-regulation in business as contrasted with 
excessive governmental control, recognizing at 
the same time that if business is to develop, it 
must be conducted honestly and for the best 
interests of the public. At its recent annual 
meeting, the National Chamber adopted a reso- 
lution on the responsibilities of business, in 
which it was stated that “chief among such 
responsibilities is that of purging business of 
all those who indulge in commercial and po- 
litical corruption and through resort to un- 
clean or unworthy practices bring business into 
disrepute and shock the sensibilities of all de- 
cent citizens. The Chamber declares that the 
moral turpitude of corrupters of public serv- 
ants is even greater than that of those whom 
they debauch.” 

The merchant marine, postal service, water 
power, taxation, Cuban parcel post, railroad 
consolidation, agriculture and the Federal Re- 
serve system are a few of the important prob- 
lems on the current program of the National 
Chamber. 

The chamber has always been opposed to the 
government encroaching in business which can 
well be undertaken by private initiative. 


INSURANCE A LEADER 

Insurance has always been a leader in team- 
play. The insurance world comes in contact 
with every form of business and must neces- 
sarily know the problems of each business or 
trade in order to furnish its protection. The 
manufacturer requires fire and liability insur- 
ance, workmen’s compensation coverage, group 





insurance as well as other forms of protection; 
the financial organization looks to insurance to 
protect it in the extension of credit, to guar- 
antee its bonds and to furnish fidelity and 
surety coverage; the farmer may require live- 
stock and crop insurance; the marine merchant 
demands cargo and hull protection; and now 
the holder of patent rights looks to insurance 
for protection against infringement. With the 
development of aircraft, the aeronautical com- 
pany as well as the aviator is also looking to 
insurance fer protection. No vast building or 
business program can be carried on without 
the protecting arm of the insurance institution. 

The primary objective of the Insurance De- 
partment of the National Chamber is to give 
the insurance policyholder, as represented by 
the business men of the country a2 better under- 
standing of the principles of insurance and 
the institution which carries on the business. 
At the same time the department is in a posi- 
tion to convey to the insurance business the 
viewpoint of the policyholder on matters of 
particular mutual interest. We have found 
that business men deeply appreciate the service 
which insurance renders to them and are quick 


to respond to its aid when matters arise which 
are prejudicial both to the companies and to 
their own interests as policyholders. One of 
our foremost activities is to keep our member- 
ship informed when proposals of an inimical 
nature are advanced, particularly in the vari- 
ous State legislatures. The department also 
assists business men in reducing losses through 
nation-wide fire prevention and health cam- 
paigns which it is undertaking. 

Insurance has not escaped the serious possi- 
bility of encroachment by the Federal govern- 
mente In two shipping bills introduced in the 
House of Representatives last winter, proposals 
were contained to place the Federal government 
in the marine insurance business. During the 
course of very extensive hearings held on these 
bills, the House Committee on the Merchant 
Marine and Fisheries devoted much attention 
to the proposed entry of the government in the 
insurance business. The National Chamber ex- 
pressed its opposition to the establishment of 
a reinsurance fund stating that the American 
marine insurance companies were fully able 
to supply all insurance needs. 

After the hearings had been completed, the 














Capital Increase 


55,000 


25% payable with subscription. 
1, 1928, on 10 days’ notice. 


tion or capital increase. 
capitalization. 


Transfer Agent 
THE BANK OF AMERICA 


Price $31 


Supscriptions, subject to allotment, 
Pine St., Cor. Nassau St., N. 


Pelham National Bank 
Pelham, N. Y. 


PHONE Beekman 8151 








Shares 
FRANKLIN SURETY COMPANY 


Incorporated under the Insurance Law of the State of New York. Subject 
to the supervision of the Insurance Department of the State of New York. 
Original paid-in capital and surplus, $425,000, to be represented by] 15,000 
new shares 


CAPITALIZATION UPON COMPLETION OF PRESENT FINANCING: 


Authorized Capita! 70,000 shares—$10 par....... $ 700,000 
Surplus paid in and to be paid in......... rrr 
TOTAL. . . .$2,130,000 


PRESENT OFFERING—55,000 Shares at $31 per share 
Balance on call after November 
Stock fully paid and non-assessable. 


No underwriting, promotion or legal fees or charges were paid or incurred incident to incorpora- 
No commission or compensation will be paid in connection with re- 
This offering is made by the company for its own account. 


The entire proceeds of this issue will be paid 
into the Company’s treasury 


As evidence of confidence which the Board has in the success of the Company, its members pur- 
chased practically the entire original issue and will make a substantial subscription to this issue 
at the offering price. 


will be received by any of the following depositaries: 


The Chase National Bank of the City ac ae York 


or by 
FRANKLIN SURETY COMPANY 
123 William St., N. Y. 


gist rar 


Re 
THE CHASE NATIONAL BANK 


per Share 


The Bank of America gage eeemenns 
44 Wall St., N. 
Mechanics Seok 
215 Montague St., Brooklyn, N. Y. 
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American Re-Insurance Co. 


of Pennsylvania 
New York, N. Y. 


$5,764,474.52 


67 Wall Street 
Assets 


Capital and iidalie - - 2,093,903.92 
Voluntary Coneeagne err 500,000.00 
Reserves - - 3,157,505.00 


RE-INSURANCE ONLY 
CASUALTY LINES 


Competing with no direct-writing Insurance Company 





Qualified before U. S. Treasury and Licensed by Principal States 


Financially Strong Conservatively Managed Liberal Contracts 
CORRESPONDENCE INVITED 

















ge HOME FRIENDLY INSURANCE CO. 
OF MARYLAND 


has grown so in popularity until it is now generally conceded to be 
“one of the leading Industrial life insurance companies in America” 
issuing LIFE, HEALTH and ACCIDENT Policies. 

Write for Financial Statement 


CHAS He TAYLOR, Secretary BALTIMORE, MD. 
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Che Oldest Life Insurance Company 
in the West. Desirable territory open 
for live agents. Has an enviable record 
for liberal dealing. 


ST. LOUIS MUTUAL LIFE INSURANCE CO, 
ST. LOUIS, MO. 
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Results that Count 


Des Moines Life & Annuity Agents are daily 
increasing their business through the sales 
helps, prospect leads and whole-hearted co- 
operation of the Home Office. You too can 
— a ‘‘Co-operator’’ and gain its bene- 
ts. 


Interested? Write for openings! 





J.J-Shambaugh 


President. 


DesMoines Life & Annuity Co 


Pyacuad Cl vata Clive} 




















a RE een scutes 


Another ATLANTIC 
Advantage! 


Rated as “Excellent” by 
A. M. Best and Company 


Honestly It’s the Best Policy 


Atlantic Life Insurance 
Company 


Richmond, Virginia 














OPPORTUNITY! 


Desirable Territory Open for Gen- 
eral Agencies. Liberal Contracts. 


THE CAPITOL LIFE INSURANCE COMPANY 


Denver, Colorado 





























WANTED 

Producers who desire the best monthly premium Health and Accident 
Policies on the market. Excellent contracts. First-class Company. No 
Experimente, chance for promotion. 
FEDERAL CASUALTY COMPANY «= = = DETROIT, MICHIGAN 

POLICY WITH FUNERAL BENEFIT 
sold allie ms 4 CASUALTY COMPANY «= = DETROIT, MICH. 
Same Management as Federal Casualty Company.) 

















Missouri Insurance Company 


ST. LOUIS, MISSOURI 
CAPITAL FULLY PAID $200,000.00 


Admitted Assets December 31, 1927 $784,034.00 
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AGENTS who can SELL as well as WRITE 
can always be given an interesting proposition, much ter- 
ritory still awaiting capable representatives. Your inquiries 
will have consideration. 

UNION MUTUAL LIFE INSURANCE CO. 

PORTLAND, MAINE 
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Field Annuals 


Insurance Directories 


for 


*Greater New York 

+New York State 
New Jersey 
Kentucky 





Tennessee 
North Carolina 
South Carolina 
Virginia 

Texas 


*City and Suburban. 
ftExclusive of Greater New York. 


Each volume contains a complete list of agents in 
the territory covered, with address, list of com- 
panies represented, etc. 


Many new features are included that will be found 
anly in “Field Annuals.” 


Price of each $5.00 Postpaid 
THE INSURANCE FIELD COMPANY 


Incorporated 


, 0. BOX 617 LOUISVILLE, KY. 
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House Committee drafted a new bill in which 
the marine reinsurance proposal was eliminated. 
It substituted, however, a section which would 
permit the shipping board to insure in a fund 
of its own all legal or equitable interest held 
by the United States Government in any ves- 
sel constructed or under construction together 
with its interest in any plants or property in 
the possession or under the authority of the 
shipping board. This measure was subsequently 
enacted and became law in the Jones-White 
Shipping Bill. 

At the last session of Congress a bill was 
introduced to create a monopolistic Federal 
workmen’s compensation fund for the District 
of Columbia. The National Chamber, in co- 
operation with local business men’s organiza- 
tions, opposed the measure with the result that 
a satisfactory bill known as the Blaine-Under- 
hill bill was passed and signed by the Presi- 
dent. The success of the Blaine-Underhill bill 
was largely due to fine teamwork between the 
business men of the District of Columbia, cas- 
ualty insurance men and the National Chamber. 


OpposeD To COMPULSION 

The subject of compulsory automobile insur- 
ance is of national interest. Although Massa- 
chusetts is the only State which has enacted 
a compulsory automobile insurance law, there 
is considerable demand from some sources for 
it in other States. The National Chamber 
supports the principles that compulsory auto- 
mobile insurance will not afford the proper 
remedy for the situation. The correctness of 
its position is borne out in the recent experi- 


ence in Massachusetts. The National Cham- 
ber has successfully co-operated with other or- 
ganizations in opposing the enactment of such 
legislation in other States as well as in the 
District of Columbia and the Insurance De- 
partment is now studying the results and 
experience of the Massachusetts law as well 
as the financial responsibility laws adopted by 
some of the New England States. 

The Chamber has encouraged the passage of 
the Uniform Motor Vehicle Code sponsored 
by the National Conference on Street and 
Highway Safety. It has been demonstrated 
that where this code or similar legislation has 
been passed, the automobile accident record has 
greatly improved. 

Several years ago the National Chamber 
adopted the principle that special insurance 
taxes should be reduced to the total in each 
State which will adequately pay for the State’s 
departmental supervision and that a uniform 
principle of taxing the holders of insurance 
should be adopted in all the States. For the 
past five years the Insurance Department has 
made an annual survey of special insurance 
taxes imposed upon policyholders in all States. 
The tendency is to increase insurance taxes 
and fees while the percentage spent for ser- 
vice to policyholders has generally decreased. 
From data compiled by the Insurance Depart- 
ment, it has been shown that during the year 
1926, $80,000,000 was collected for special in- 
surance taxes but less than four per cent of 
this sum was used in the operation of the State 
insurance departments to serve policyholders, 
the balance of the taxes so collected going into 

















| SEVEN 7 POINT FULL COVERAGE AUTOMOBILE POLICY 


























will send it promptly. 





REPUBLIC —& 


CASUALTY & SURETY COMPANY 
35 East Wacker Drive, Chicago 


THIS THEORY HAS BEEN EXPLODED 


Two birds in the bush are worth more than a bird in the hand 
when you apply modern methods of catching them. The business 
interpretation of this is—Why be contented with what you have 
when you can get twice as much? 

Some Republic agents are getting the lion’s share of the automo- 
bile profits in their communities. 


If you write for the reason, we 
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the general revenue fund of the States to which 
policyholders had already contributed in the 
form of other taxes. A recent investigation 
by the National Chamber has disclosed that no 
less than eight per cent of all taxes collected 
are derived from the insurance business. 

Other items on the program of the Insur- 
ance Department include an endeavor to se- 
cure the admission of every State to the Fed- 
eral birth and death registration areas by 1930 
in order that we may have truly national rec- 
ords of all births and deaths; an endeavor to 
assist in the development of marine insurance 
in the United States through enactment of the 
principles of the model marine insurance law 
of the District of Columbia by the various 
States; an attempt to bring about greater uni- 
formity in the insurance supervisory and regu- 
latory laws of the various States and support 
of Federal legislation to bring about better co- 
ordination of the public health activities of the 
United States Government. 

Realizing that a knowledge of insurance facts 
by business men logically precedes a proper 
comprehension of the insurance institution in 
its broader phases, the departmental program 
provides for a series of educational bulletins. 
These bulletins present to policyholders facts 
in simple terms about their insurance contracts. 
They are mailed to all chambers of commerce 
and trade associaions affiliated with the National 
Chamber as well as to numerous public offi- 
cials, corporations, firms and individuals who 
may be interested in the subject matter. A 
number of. these bulletins deal with fire and 
casualty insurance subjects. 

Fire prevention is a major activity. Nearly 
600 chambers of commerce throughout the coun- 
try have enrolled in the Inter-Chamber Fire 
Waste Contest which is conducted jointly by 
the Insurance Department of the Chamber and 
the National Fire Waste Council, consisting of 
nineteen national organizations and four gov- 
ernmental bureaus. For the year 1927 Phila- 
delphia won the grand award and Grand Rap- 
ids, Mich.; Greensboro, N. C.; Durham, N. C.; 
and Fremont, Mich., won in their respective 
classes. Albany, Ga., which won the grand 
prize in 1925 and 1926, very graciously de- 
clined to participate in the contest last year. 
The concurrent decrease in property losses last 
year was $12,000,000, as compared with slightly 
more than $4,000,000 in 1926. 

The National Association of Insurance Agents 
is represented on the National Fire Waste 
Council by James T. Catlin, Jr., of Danville, 
Va., and Edwin J. Cole of Fall River, Mass. 


HEALTH PROGRAM 


The health program for commercial organ- 
izations which is being developed by the Insur- 
ance Department in co-operation with the 
American Public Health Association, the Na- 
tional Association of Life Underwriters, the 
United States Public Health Service and the 
Civic Development Department of the National 
Chamber has for its goal the enlistment of the 
interest of every chamber of commerce 
throughout the country in a program of health 
and life conservation. Health bulletins deal 
with proposed activities for the attention and 
endeavor of chambers of commerce. 
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POSITION WANTED 


Special Fire Insurance Agent wants position 

with a good Company, Fifteen years experi- 

ence. Prefer anywhere from Pennsylvania to 
Maine as a field. Address Special Agent, 

ig Tue Spectator, 185 William St., New 
ork. 

















Prominent Agents and Brokers 


















LEON IRWIN & CO., Imc., New Orleans, La. 
Representing 

Fidelity Phenix Fire United States Fire National Fire of 

of New York of New York Hartford 
Automobile of Hart- National Liberty of New Amsterdam 

ford New York Casualty Co. 
Standard of New State of Penn. Indemnity Company 

York Stuyvesant of New America 
National Union ork 

Pittsburgh BROKERS’ LINES SOLICITED 











Actuarial 














GEORGE B. BUCK 
ACTUARY 


Specializing in Employee’s 
Benefit and Pension Funds 


25 SPRUCE ST. NEW YORK 










JNO. A. COPELAND 
Consulting Actuary 


Suite 1027, Candler Bldg. 
ATLANTA, GEORGIA 
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Established 1865 by David Parks Fackler 
EDWARD B. FACKLER WILLIAM BREIBY 


FACKLER and BREIBY 


Consulting Actuaries 
Calculations Consultations 
uations 


NEW YORK 


Audits 
Examinations 
25 CHURCH STREET 

















— ==] 
MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


Bar Building, 36 W. 44th St. | 











NEW YORK 








WOODWARD, FONDILLER and RYAN 


ConsuLTinc AcTuARIEs 
INSURANCE ACCOUNTANTS 
Harwood E. Ryan 
Richard Fondiller 
Jonathan G. Sharp 


75 Fulton St. 
New York 


DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 No. LA SALLE ST. Telephone State 7298 
CHICAGO 









JAMES a WASHBURN, F. A. I. A. 
onsulting Actuary 
LIFE INSURANCE — Ordinary, Intermediate, 
Group, Industrial and Special Classes 
WORKMEN’S COMPENSATION 
Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 
Cable Address: Gertract, New York 
420 LEXINGTON AVE. NEW YORK CITY 
Room 101 Memorial Bldg., Nashville, Tenn. 


HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 
FRANK J. HAIGHT, President 


INDIANAPOLIS 
i Omaha 


Kansas City 
SAMUEL BARNETT 


CONSULTING ACTUARY 
INSURANCE LAWYER 






























caiaaideeneiitdaite 































1131 Candler Bldg. ATLANTA, GA. 

















E. L. MARSHALL. 
CONSULTING ACTUARY 
Hubbell Building 
DES MOINES, IOWA 


























| T. J. McCOMB 
CONSULTING ACTUARY 


Colcord Bldg. OKLAHOMA CITY, OKLA. 
—e ase 


FRANK M. SPEAKMAN 


aati 
Consulting Actuary 























Associates 
Pred E. Swartz, C. P. A. 
W. L. Clayton 
E. P. Higgins 
J. A. Craig, C. P. A. 
THE BOURSE 





PHILADELPHIA 

















L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


128 North Wells Street, Chicago 


















JAMES R. COTHRAN 


Consulting Actuary 


306 Candler Building 
ATLANTA, GA. 





























SIDNEY H. PIPE, 
Fellow, Actuarial Society of America, 
Fellow, American Institute of Actuaries, 
Associate, British Institute of Actuaries. 
MAJOR E. P. S. ALLEN, D. S. O., 
Associate, Actuarial Society of America. 


PIPE & ALLEN 


Consulting Actuaries 
1711-1712 Metropolitan Bidg., Toronto, Ont. 














Translations 














H. J. WERDER 
Translations 
from English, German, French, Spanish, Italian, 
Dutch, Danish and Norwegian into German and 
English. 
20 years insurance experience 
FIRE AND MARINE WORK 
80 MAIDEN LANE, ROOM 1801 JOHN 2484 
Ask for Rate Card 
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Independent Adjuster 





















ADJUSTERS & APPRAISERS 
LIMITED 
Incorporated 1914—Dominion Charter 
Claim Adjusters for Insurance Companies 


UNDER ALL POLICIES 


465 St. John St., Montreal. 
Telephone Main 3300-2607 


11 Mountain Hill, Quebec City 


HEAD OFFICE: 


BRANCH OFFICE: 











NOW READY—NEW EDITION 


THE COST 
OF DYING 


By WILLIAM T. NASH 


Including the Federal Estate Tax 
Law of 1926 


This well-known leaflet has been the 
means of closing many ‘‘hopeless” cases 
for large amounts. Agents attest its 
usefulness. It helps sell big policies. 


THE COST OF DYING 


proves the need for life insurance to 
protect the estates of those of moderate . 
means, as well as men of wealth. 


A difficult prospect, after reading 
THE COST OF DYING 


said: “No agent on earth could sell me life insur- 
ance, but I am goin to buy a ease just the 
same”; and he signed up for $75,000. 


USE IT AND PROSPER! 


Samuple Copy... .cccsccccccccssscecs $ .28 
IEDC acciccccccdesepeccvecens 8.50 
100 Be SE EE ES ES SE Be “ 
DE  ssececctcne cnet sceveceues \ 

1,000 2 ROE Caaswpcdsnerecieewenes —s 

RE can spauceesie sen sce 


Orders fer single copies must be prepaid. 


Please remit by money order or bank draft 
os New York, to avoid exchange charges. 


THE SPECTATOR COMPANY 


CHICAGO NEW YORK 











Liability of Automobile Users 
for Personal Injury 
By Clayton G. Hale 


A new booklet for distribution 
among large users of automobiles, 
as an unusual and effective sales 
document for Automobile Liability 
Insurance. 

PRICES 


Single copy, 50 cents 
12 copies.... 4.80 50 copies. 16.25 
2 © 2 6 CRs 100 ™ ....:30.0 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
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Casualty, Surety, Etc. 








$25,000,000 IN SURETY 
COMMISSIONS 


E. A. St. John Says Agents Get That 
Much Yearly 








VISUALIZES FUTURE POSSIBILITIES 





Present Total Can Be Doubled in 5 Years, 
Declares National Surety President 

Insurance agents in the United States are 
receiving a reward of $25,000,000 in fidelity 
and surety commissions yearly in exchange for 
the effort they make to persuade the public of 
the reality of the need for this coverage, de- 
clared President E. A. St. John of the Na- 
tional Surety Company, New York, in an ad- 
dress made before the National Association of 
Insurance Agents at West Baden Ind., last 
week, however, this total commission reward 
for fidelity and surety business is but a frac- 
tion of what can be obtained by agents if the 
business is developed to its fullest extent. An 
additional $25,000,000 is in sight as the goal 
to be striven for, said President St. John who 
commented that “in spite of the fact that you 
wrote a total close to $100,000,000 in fidelity and 
surety premiums last year, there is a most 
notorious condition of under-insurance existent 
in every part of the country.” 

The speaker pointed out that a survey made 
in New York city some 10 years ago showed 
that less than 6 per cent of the firms approached 
carried any fidelity insurance, while those that 
had it were under-insured. Accordingly, a 
drive for fidelity and surety business was made 
by brokers and agents with the result that 10 
years later the surety and fidelity premiums 
from New York were almost one-third of those 
in the entire country. This attempt was proof 
that when agents and brokers get together and 
decide to seek for maximum production, great 
things can be accomplished. In the period 
from 1915 to 1925 the fidelity and surety busi- 
ness multiplied nearly five times in the United 
States, said Mr. St. John, and there is no rea- 
son why, if proper development measures are 
taken advantage of by agents, this increase 
should not proceed at a much greater rate in 
the next five years. The speaker’s advice as 
to how this could be accomplished was for 
agents to concentrate on the unwritten lines, 
including under-insurance. Study the needs 
of prospects, visualize contingencies that might 
arise and get the public to see the need for in- 
surance to cover. 


G, W. Clark Made Resident Manager for 
Globe Indemnity at Indianapolis 
George W. Clark, assistant manager at In- 
dianapolis for the Globe Indemnity Company, 
Newark, has been promoted to be resident 
manager there in place of F. J. Carroll, de- 

ceased. 

After service with the United States Army 
in the World War, Mr. Clark was with the 
George Pangborn Agency in Indianapolis and 
joined the Globe Indemnity as special agent in 
February, 1926. His promotion to the post 
of assistant manager occurred in January of 
1927 and his present promotion is the deserved 
reward of earned success. 


R. E. KENNINGTON MADE 
VICE=PRESIDENT 





Executive Joins Union Indemnity 


Group 





IS PRESIDENT OF BANKERS AND MER- 
CHANTS FIRE 





Official Also Elected a Director of the Or- 
ganization—W. Irving Moss’ State- 
ment 

The Union Indemnity Company, New Or- 
leans, has announced that R. E. Kennington, 
president of the Bankers and Merchants Fire 
Insurance Company of Jackson, Miss., has been 
elected a vice-president of the Union Indem- 
nity La Salle Fire Insurance Company, Union 
Title Guarantee Company and Northwestern 
Casualty and Surety Company, all of which 
are affiliated with the Union Indemnity as con- 
stituent companies of Insurance Securities Com- 
pany, Inc. 

Mr. Kennington has also been named a di- 
rector of Insurance Securities Company, Union 
Indemnity Company, La Salle Fire Insurance 
Company and Union Title Guarantee Company. 

It will be recalled that the Bankers and 
Merchants Fire Insurance Company came into 
the Insurance Securities Company group some 
months ago. Insurance Securities Company, 
Inc., is an organization controlling the above 
mentioned companies under common ‘manage- 
ment. 

W. Irving Moss, president of Insurance 
Securities Company, Inc., remarking upon Mr. 
Kennington’s addition to. the executive per- 
sonnel of Union Indemnity Group, said “That 
the close study which Mr. Kennington has 
given to the fire insurance business in Missis- 
sippi and the South and his outstanding ability 
in the world of finance, is sure to be of great 
service to the conduct of our business in this 
section.” 


INCORPORATING RUNNING 
MATE IN NEW YORK 


United States Fidelity and Guaranty 
Forming Fire Carrier There 








R. HOWARD BLAND WILL HEAD BOARD 





Capital of New Company Will Be $2,000,- 
000—Plans for National Activity 

The United States Fidelity and Guaranty 
Company of Baltimore is incorporating its fire 
insurance running mate, to be called the United 
States Fidelity Fire Insurance Company, in New 
York, as against the earlier intention to form 
it in Maryland. Notice of the fact that the 
casualty company would organize a fire insur- 
ance carrier appeared in Tue Spectator of 
June 28. 

The new company will have a capital of $2,- 
000,000 and a surplus of about $4,000,000 and 
will be authorized to write all the fire and ma- 
rine lines permitted under the New York stat- 
utes. R. Howard Bland, president of the 
United States Fidelity and Guaranty Company, 
will be chairman of the board of the United 
States Fidelity Fire. The president will be an 
experienced fire insurance executive of national 
prominence. 

The incorporators of the United States Fidel- 
ity Fire are: R. Howard Bland, J. Kemp Bart- 
lett, Edwin W. Levering, Jr., George M. 
Shriver, Charles B. Gillett, Alonzo Gore Oak- 
ley, William J. McArthur, Edgar Allen Poe, 
Carl Ross: McKendrick, Robert D. Bartlett, 
Sidney Hall, Charles L. Phillips and J. Tabb 
Robertson. 


Guarantee Appoints Syracuse 
General Agents 

The London Guarantee and Accident Com- 

pany, New York, has appointed Shimberg & 

Gerber of Syracuse, N. Y., as general agents 


of the company. 


London 











EX C 


CAPITAL 





84 William St. 


INSURANCE COMPANY 
OF AMERICA | 


JAMES GIBBS, President 


SPCC SF eH ECHHHESKSEC SHE ECHERASEEEEHEDE CHE OHE SES OO SS 


I bs bu enw ccsevigewcdian 


CASUALTY AND SURETY REINSURANCE 
AND EXCESS COVERS 
EXECUTIVE OFFICES 


Telephone, Beekman 0890 


Ess 


$ 600,020 
1,112,511 


New York City 
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0. G L. BUILDING 


Double Indemnity and Monthly Disability Income features for 





ly Premium plan. 


Our Agents Have 


A Wider Field— 
An Increased Opportunity Because We Have 


Age Limits from 0 to 60. 


Policies for substantial amounts (up to $5,000) for Children on a variety 
of Life and Endowment plans, thus enabling parents to buy all of the 
Family’s insurance on the Ordinary, i. e. Annual, Semi-Annual or Quarter- 


Participating and Non-Participating Policies. 
Same Rates for Males and Females. 


Males and Females alike. 


Standard and Substandard Risk Contracts, i. e. less work for nothing. 


We have openings in Ala., Ark., Dela., D. C., Fla., Ga., Ill., Ia., 
Kans., Md., Mich., Minn., N. M., Okla., S. D., W. Va. 


THE OLD COLONY LIFE INSURANCE COMPANY 
of CHICAGO, ILL. 


The Company has its Home Office in its own building at 166 W. Jackson Bivd. running through 


B. R. NUESKE, President 


__ 

















ADAMS ST. 
| Continental > Chicago 2 
Hey Co and ial > Stock fe} 
mmercia: 
| Nat'l. Bk. Exchange |) 9g 
“ QUINCY ST. Re of. 
eR RA OETA . w 
Old | Fed- Iinois | $e 
Lite] fees. | 4] Merchants : 
- Bk. Trust Co. 




















JACKSON BOUL. 
Board | 





Insurance 


Exchange of 


Trade 














Quincy and Wells Street, right in the heart of Chicago’s Financial District. 














Throw Away the 









Old-Fashioned Card Index 


Life Insurance agents are 
too busy, too energetic, 
longer to put up with old- 
fashioned card index sys- 
tems for keeping track of 
their policyholders. No 
agent who is careful of his 
own interests can afford to 
be without the Life Insur- 
ance Register. 


Here is the kind of a Life 
Insurance register that you 
have always wished for but 
never could find! All the 
information needed to 
analyze your client's life 
insurance, to answer his 
every question, can be se- 
cured in a moment. 


It is easy too, to keep tab of 


the Birthday dates of your 
policyholders. 

The last word in life insur- 
ance records—at the lowest 
price! That is what we 
offer you, for the Life In- 
surance Register is priced 
at $7.25. Think of it—a 
loose - leaf, well - bound, 
stamped - in - gold, post 
binder, sheets for 450 ac- 
counts and the greatest 
system ever devised for 
keeping a real record of 
your life insurance busi- 
ness—for $7.25. You must 
see this Record to appre- 
ciate it—that’s why we are 
putting this opportunity 
before you. Use the coupon 
NOW! 


Accurate Loose-Leaf Co. 
NEW YORK CITY 
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Accurate Loose-Leaf Co., 81 Nassau Street, New York City, N. Y. 
Gentlemen: You may send me literature describing the Life Insur- 


ance Register. 
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Another Forward Step 


COMPLETELY REVISED POLICY FORMS 


NEW OWNERSHIP, BENEFICIARY 
AND ASSIGNMENT PROVISIONS 


leave no doubt of the rights of the various parties 
who may have an interest in the policy. 


A PLAIN ENGLISH POLICY 


that will particularly appeal to the conscientious life 
underwriter. 





Also a new LOW COST 
PREFERRED RISK POLICY 





Write for information 


PHILADELPHIA LIFE INSURANCE CO. 
111 N. Broad Street Philadelphia, Pa. 
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Increasing Your Average Gain 


By Howarp C. GoLLop 
Of the Harvey Weeks General Agency in Buffalo of the Provident Mutual Life Insurance Company 


HIS subject of “larger cases” must have 

i a definite place in one’s plans for in- 

creasing sales. 

Every life underwriter knows that he can 
write a large case with no more time or effort 
than is required to complete the small one; ii 
fact, oftentimes the man with the larger income 
can be sold more easily, because he is more 
apt to have the money, and his experience bet- 
ter fits him to recognize the advantages oi 
planned life insurance. So the writing of an 
occasional large case certainly will not lessen 
the number of applications—and is bound to re- 
sult in an appreciable increase in sales. 

Much can be said on this subject, but in 
ten minutes’ time I can only hope to touch 
upon the three points which were the means of 
my rise since January 1 of this year from the 
$200,000 class to the $600,000 class or better. 

These points are: 

1. Raise your sights—call on men with larger 
incomes. 

2. Confidence. 

3. Centers of influence. 

There isn’t a great deal to be said about the 
first point. We all want to write larger cases, 
but we will not get what we want just dy 
wanting it. 

When I started as a full-time life under- 
writer in March of last year, folks made re- 
marks about my going out and writing $100,- 
000 cases. Of course, that figure $100,000 was 
sweet to my ears, but that seemed to me to be 
something for the future. 

Just last fall, Mr. Weeks, our general agent 
at Buffalo, said: 

“Howard, why don’t you plan to call on at 
least one man a week whom you believe could 
pay for $50,000 insurance.” 

I said that I would, but I know that I didn’t. 
Finally, Mr. Weeks even went so far as to 
give me a home office clipping of a big man 
who had recently come to Buffalo. He was 
sales manager for one of the country’s largest 
automobile manufacturers. I think I intended 
to use this lead, but apparently was too busy 
just then with my five and ten prospects. 

Then one day a former general agent of an- 
other company telephoned Mr. Weeks regard- 
ing a $50,000 case which he couldn’t get any- 
where with; and lo, and behold, the name was 
none other than the new sales manager—and 
the clipping was still on my desk. 

So you see I was forced to call upon my 
first big prospect—I wrote the case, and this 
was my start toward larger cases and increas- 
ing my sales. 

Does this not prove that one sure way to 


increase our sales is to raise our sights, and 
actually call on men who have larger incomes? 

I don’t mean, however, to make a sudden. 
wholesale shift from one’s usual run of pros- 
pects. Stick to the class of people who are 
now supplying your bread and butter, but oc- 
casionally, systematically, call on the big man. 
If you’ haven’t such names in your prospect 
file, they are easily acquired by the man with 
his eyes open. 





Mr. Gollop was an efficiency expert for 
thirteen years before entering the life in- 
surance profession. He has applied effi- 
ciency tactics to the sale of life insur- 
ance and has paid for $600,000 in the 
year he has been in the business. The 
accompanying article was delivered oy 
him at the recent Provident Quarter Mil- 
lion Club convention.—Envitor’s NOTE. 











Now second point—con- 
fidence! 

Here was this sales manager—a stranger to 
me—52 years of age—a $50,000 prospect, and 
competition in ahead of me. And as I lock 
back upon this time, only six months ago, i 
realize that his favorable attention could never 
have been secured had I not been chock full of 
confidence. 

Now, what gave me this confidence? Never 
before had I talked to a man of this caliber. 
It was confidence based upon thorough prepara- 
tion. 

I had asked Mr. Weeks to go with me on 
this case. Why did I want him to go? Be- 
cause, although I knew the fundamentals of 
life insurance, nevertheless, I hadn’t sufficient 
confidence in myself to approach this big man. 
If I had taken Mr. Weeks with me, I would 
have conveyed to my prospect this lack of con- 
fidence in myself. 

Instead, Mr. Weeks replied: “What do you 
need me for—you know the business just as 
well as I do.” His objective was to see me 
grow through the experience of handling the 
case alone—even at the expense of possibly los- 
ing it. 

Before calling on this man, Mr. Weeks and 
I had a rehearsal, and I tried out on him what 
I would have said to my prospect. And it was 
mighty poor stuff. 

To make a long story short, this preparation 
with Mr. Weeks changed a poor sales approach 
to a good one. I don’t wish to give the im- 
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to illustrate my 


pression that this application was secured on 
first interview. On the contrary, I was calling 
on him and writing to him for a month or 
more. I never worked harder in my life, 
and met every obstacle single-handed. At the 
end I learned that he had returned policies of 
two other companies in favor of the Provident, 
and this big six-footer walloped me on the back 
and said: “That’s darn good selling.” 

The experience gained was invaluable to me. 
and the whole thing resulted from confidence 
based on thorough preparation. Suppose, on 
the contrary, that Mr. Weeks had gone with 
me, and the business had been placed in the 
Provident. I would have had the commission 
but, I would not have had this valuable experi- 
ence and acquired confidence based on accom- 
plishment, which was my first step toward 
acquiring the success atmosphere. Therefore, 
friends, based on this experience, I cannot 
emphasize too emphatically the advantages to 
be gained by thorough preparation, which gives 
one the required confidence. 

And now. I come to the third point—centers 
of influence. 

This sales manager case was only my start. 
Since January there have been many large 
cases (at least large ones to a beginner like 
myself), but most of them have differed from 
the first one in two respects; namely, there 
was no competition and they were not coid 
canvass but were from satisfied policyholders 
who are most valuable centers of influence for 
me. 

There isn’t the sales resistance where a man 
actually wants you to analyze his policies. 
Your’s is then more of a professional service 
than selling. 


SERVICE RENDERED 

Now what is it that prompts a policyholder 
to tell his friends about your work, or to even 
go out of his way to actually show them what 
you have done? It’s the service that you ren- 
der—a service that is unlike what the average 
agent is capable of rendering. 

Now for a few specific illustrations, and 
then I’m through. 

Last January I wrote a large policy on the 
young manager of a large wholesale business. 
I had told him some few months previous about 
my service, and what men thought of it. 1 
did not say anything about new insurance. Well, 
in January he called me and said he would take 
me up on that offer to look over his policies. 
He said they were made payable to one of 
the Buffalo banks as trustee, but when I looked 
them over, his wife was the beneficiary and 
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his will named the bank as trustee, in which 
shape, of course, it would not have been ac- 
cepted. Well, I not only worked with his at- 
torney on his will and his trust agreement, but 
I gave him a complete analysis of his policies. 
Time won’t permit going into detail, but here’s 
the last paragraph from a letter which he sent 
me—voluntarily : 

“I have had considerable experience with in- 
surance men but I have never received the ser- 
vice, attention and the many courtesies which 
you extended to me during the arrangement of 
the trust agreement and will.” 

Now he is a wonderful center of influence 
for me. A couple of months ago he telephoned 
to me and said that his father, who is presi- 
dent of a big Buffalo manufacturing concern, 
had seen his layout and wanted to know who 
had done it. 

The son asked me if I would do for his dad 
what I had done for him. Said he didn’t know 
as there was any insurance in it for me, but 
that there would be some wonderful advertis- 
ing—his dad had lots of friends and broad- 
casted well when he was sold on anyone. His 
dad is now mighty pleased, and there is some 
business coming from him, I think. It took 
lots of time, but I’m willing to gamble that— 
I’m building for the future. 

Not long after, this same center of influence 
actually took his analysis folder and agree- 
ments over to the manager of another factory, 
and showed him what he had. Just Wednesday 
of this week I had this man examined. Of 
course, it did not go as easy as it sounds, but 
you can get results this way. 


LIFE INSURANCE ESTATE SURVEY 


Important New Form for Solving Estate 
Problems Issued by the National City 
Bank of New York 


A most useful document for promoting estate 
creation, estate conservation and the actual sale 
of life insurance, is the new Life Insurance 
Etsate Survey, just issued by the trust depart- 
ment of the National City Bank of New York. 
It gets down to the important question of fam- 
ily income and how to provide it, in such a 
clear and convincing way that the prospect is 
very likely to give it the serious consideration 
it deserves. Certainly with an alert under- 
writer urging the importance of adequate and 
secure protection for the family, the good work 
started by the Life Insurance Estate Survey 
should frequently be brought to a favorable 
conclusion. 

This survey is in effect, a work sheet, which 
the insured fills in, drawing his own conclusions 
from the facts set down. It consists of four 
sections: Digest of Personal Life Insurance; 
Lists of Securities and Real Estate; Analysis 
of Your Estate; Disposition of Your Insurance 
Estate. 

This Life Insurance Estate Survey is a form 
that will be of great value to life underwriters. 
When an institution such as the National City 
Bank of New York promotes estate creation 
and conservation by issuing such a practical 
form as this, in the use of which life under- 
writers and the bank can co-operate most ei- 
fectively, it should receive wide attention. The 
general arrangement of the Survey and the 


prestige of the bank behind it combine to make 
it one of the strongest approaches and most 
effective selling aids. It should prove to be a 
very valuable means of furthering insurance 
trusts and the “adequate insurance” idea. The 
National City Bank will supply these Surveys. 
in reasonable quantities to life underwriters. 
upon request to the main office of its trust de- 
partment, 52 Wall street, New York. 


Journal of the Institute of Actuaries 


The July, 1928, issue of the Journal of the 
Institute of Actuaries, No. 296, Part II of Vol- 
ume LIX, has been published. Its contents in- 
clude Notes on the New National Life Tables 
(1921 Census), by J. Murray Laing, F.I.A., 
F.F.A.; Further Notes on an Investigation Into 
the Mortality Experienced by Pensioners of the 
Staffs of Banks and Insurance Companies, by 
Cyril F. Warren, F.I.A.; Notes Upon Experi- 
ments With Actuarial Functions and Fourier’s 
Series, by T. F. Anderson, F.1.A.,F.F.A., and 
H. O’Brien, F.I.A.; Actuarial Note on Cer- 
tain Probabilities, by George Green, M.A.,F.I.- 
A.; Legal Notes, by Robert Allen Bateman, 
B.S.; Great Britain Life Tables, by Sir A. W. 
Watson, K.C.B.; Eastern Counties Rural Dis- 
tricts Male Mortality, 1920-22, by H. B. 
Smither, F.I.A. There are also reviews of 
Shipping Problems, Superannuation of Local 
Government Employees and Guide to Current 
Official Statistics of the United Kingdom, as 
well as references to Official Publications. Num- 
ber 296 can be obtained from The Spectator 
Company at $2.50 per copy. 
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MAXIMUM SECURITY 
TO TREATY HOLDERS 


A. C. BIGGER, President 
MORTON BIGGER, Secretary 
C. W. SIMPSON, Medical Director 
BERT H. ZAHNER, Chicago Mgr. 
MERLIN OATES, Actuary 








Notice of Removal 


We take pleasure in announcing 
removal to our new Home Offices 


at 
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HOW TO INCREASE 
PRODUCTION 


Harvey Weeks Believes in Oral Anec- 
dotes, Testimony and Stories 








CALLS MENTAL ATTITUDE MOST 
IMPORTANT 





Reiteration and Illustration Form the Best 
Selling Methods, He Says 


Taking for his address before the annual con- 
vention of the National Association of Life Un- 
derwriters the somewhat unusual title ‘The 
Use of ‘Oats’ will Increase Your Production,” 
Harvey Weeks, general agent of the Provident 
Mutual Life Insurance Company of Philadel- 
phia, stressed the opinion that success in the 
insurance business depends upon the mental at- 
titude even more than upon mental capacities. 

He said that a careful analysis of the sales 
plans and methods used by the most successful 
corporations in practically every line of busi- 
ness shows that nearly all of their sales plans 
have been based on these fundamentals—reiter- 
ation, general illustrations, specific illustrations 
and testimony. A single word that could crys- 
talize in the minds of insurance men and keep 
before them these fundamentals was sought 
and “Oats” was selected, which, he said, means, 
oral anecdotes, testimony and stories; O-A 
standing for oral anecdotes, T for testimony and 
S for story. 

Mr. Weeks in his address used the advice he 
gave to insurance agents by telling a great 
many stories to illustrate the points he made. 
He gave illustrations of the advertising value 
of these principles as used by other businesses 
than insurance, and in that way demonstrated 
how fundamental they were from the selling 
standpoint. 

He stated that it was probably true that a 
large percentage of men who have failed in life 
insurance work never should have started. He 
asked what percentage of men who go into 
such work have the right mental attitude to- 
ward their job. 

Mr. Weeks put great stress upon the selling 
value of testimonials from men, especially prom- 
inent men, to whom an agent already had sold 
insurance. Only a few weeks before, he said, 
one of the outstanding advertising men of the 
country told him that he had told the president 
of one of the largest corporations in the State 
of New York, which is spending a million dol- 
lars this year for advertising, that they could 
not do any better than to go back to the old 
fundamental principles used by the patent medi- 
cine people fifty years ago. The insurance 
agents who can show to a prospect statements 
from clients showing how much they appre- 
ciate the service that had been given them will 
find that it will go a long way in persuading the 
prospect to do likewise. 

Some men, he said, can influence others by 
sheer force of a dominating personality, but, 
he asked, dges this plan of selling leave as 
good a taste with the prospect as when, through 
the use of “Oats,” the prospect feels that he is 
making his own deductions, drawing his own 
conclusions and arriving at his own decisions? 


He said that the relationship between the 
salesman and the prospect is more pleasant if 
the salesman does not seem to be forcing the 
issue and is not telling the prospect what he 
should do. 

Mr. Weeks pictured the man who decided to 
become a life insurance salesman, if he were 
possessed of the right mental attitude, coming 





A. RusHToN ALLEN 


into an insurance office and saying “In spite of 
anything discouraging you say about this busi- 
ness you cannot keep me out of it. If I can’t 
come in here I’m going some place else.” He 
concluded by again stressing the value of more 
deliberate planning of the use of “Oats”’—oral 
anecdotes, testimony and stories. 


Manhattan Life Appoints Philadelphia 
General Agent 

Burns E. Derflinger has been appointed as 

general agent in Philadelphia and vicinicity for 

the Manhattan Life Insurance Company, New 


York. 




















Stephen M. Babbit 


President 


KANSAS 








HUTCHINSON 








39 





MANAGING LIFE INSUR= 
ANCE PROCEEDS 





A. Rushton Allen Favors Corporate 
Trustee 





LAUDS ELASTICITY OF CONTRACTS 





Says Trained Agent Can Adapt Coverage 
to Many Needs 


The conservation and management of the 
proceeds of life imsurance policies were dis- 
cussed by A. Rushton Allen, of Mellor & Allen, 
in an address on that topic delivered before the 
National Association of Life Underwriters at 
Detroit. The elasticity of life insurance con- 
tracts was stressed by Mr. Allen, who said that 
in the hands of an agent who understands his 
business they may be made to cover a great 
many needs. With regard to his own viewpoint 
in the matter of fitting coverage to needs, the 
speaker said: 

The point of view I want to present, and the 
point of view I would like to have you adopt, 
and the point of view I find most serviceable 
in quickly determining the requirements in a 
particular case, is made up of three distinct 
ideas. In the first place, a man’s estate is made 
up of a number of different classes of assets in 
varying amounts—cash, personal effects, invest- 
ment in business, real estate, stocks and bonds, 
and life insurance, and in determining just what 
steps a man should take, in properly managing 
his life insurance proceeds, the make-up of the 
balance of his estate is a very decisive factor. 
The second part of this idea is to determine just 
what objects a man has or should have in view. 
The third part of the idea is to decide, having 
the first two analyses in mind, just what partic- 
ular method is going to fit the situation as it 
now presents itself. 

A man must arrange for his death debts, for 
the maintenance of his family, for the educa- 
tion of his children and for the liquidation of 
his business interests, declared Mr. Allen, who 
added that the individual must have in mind the 
needs of his own retirement and the possibility 
of charitable bequests. With regard to meth- 
ods of life insurance payments, Mr. Allen said 
that there was everything against having it pay- 
able to estates; that obvious dangers lurked in 
making it payable in a lump sum to the bene- 
ficiary; and that the best considerations were 
leaving the proceeds with a company under a 
settlement agreement or having them paid to a 
trust company under a trust deed. Pointing out 
the advantages of a corporate trustee, the 
speaker said: 

In the case of a corporate trustee, the cost is 
actually less—the estate is handled by special- 
ists. good management is assured. 

The corporate trustee never becomes ill— 
never dies, is not incompetent or ignorant—is 
protected against dishonesty—is not too busy— 
security is unquestioned—always accessible— 
furnishes accurate, periodical and accessible ac- 
counts—does not speculate with assets—does 
not co-mingle funds—is not subject to sympa- 
thetic influences—is a guarantee of impartiality 
—equipped to do tax accounting—held to much 
stricter accountability by the courts—is expert 
in determining the steps to take in stock reor- 
ganizations and retirements, and is in a much 
better position to take the initiative in fore- 
closing, evicting, distraining, taking judgment, 
etc. 
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Business is Good 


Faty business is in full swing. 
ComMMONWEALTH Agents report it ‘“good.’’ 


Moronrists returning from summer tours are good 
prospects for Auto Insurance. They have had opportun- 
ities to see the protection insurance affords and now appre- 
Ciate its real worth. 


ComMonwEAaLtH policies are more than 
promises to pay’’ they are “‘service’’ contracts guaran- 
teeing performance. 


Commonwealth Casualty Co. 


(OLDEST PHILADELPHIA CASUALTY COMPANY) 
¥ Philadelphia 
W. FREELAND KENDRICK 
President 


E. W. COOK 


Vice Pres. & Gen’l Mor. 














LIFE OPPORTUNITY 


Attractive agency contracts available for 
experienced or inexperienced salesmen in 


KANSAS TEXAS COLORADO 
NEBRASKA ARKANSAS WASHINGTON 
MISSOURI ALABAMA OREGON 
ILLINOIS CALIFORNIA 


Participating and Non-Participating 
Low Net Cost Policies 


District Agencies or General Agencies of 
your own 


Replies Confidential 


The Liberty Life Insurance Co. 


CHARLES A. MOORE, President 
Topeka, Kansas 

















GENERAL AGENT 
Wanted 


A prominent middle west life insurance company, 
with a large volume of business desires to establish 
a general agency in the following states: 


Illinois 


South Dakota 


lowa 


Nebraska North Dakota 


If"you have the qualifications to handle these valu- 
able connections, the opportunities are unlimited 
and remuneration will be more than satisfactory. 
This is an exceptional 
opportunity for a man 
capable of organizing 








and directing an agency 
force. 


In answering give full 
information as to your 
present connections, age, 
experience, and ’phone 
number. Interview will 
be arranged. 


Write Middle West 
care The Spectator 





EXCEPTIONAL NEW 
POLICY CONTRACT 


Allows insured on Limited 
Pay or Endowment form, to 
change back to Whole Life 
without medical examina- 
tion; without loss of original 
age rate; and withdraw in 
cash excess premiums over 
Whole Life rate, plus 4% 
compound interest, without 
lien or interest charge. 























A PROPHET SEES 
THE FUTURE PROFIT 


The donkey who spent his days on a treadmill had 
this to console him on his endless grind—he was 
sure to eat regularly. 


Even if he could be sure to eat his fill every day, 
which he isn’t, the sub-agent finds little consolation 
in his treadmill existence. His human mind re- 
quires future provision assured beyond doubt. 


The General Agent Creates Future 
Wealth for Himself 


Are you ready to graduate into the gen- 
eral agent class? If so, we offer you the 
chance to build your own business—a 
handsome current ‘income and _ ever- 
increasing security for your own future. 


IRA F. ARCHER 


Superintendent of Agencies 


LOUISIANA STATE LIFE INSURANCE CO. 
SHREVEPORT, LA. 


Name Your Choice of Territory in the States of Texas, 
Oklahoma, Arkansas, Louisiana, and Write Us in Strict 
Confidence. 
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The Modern Trend of Disability Insurance 


By D. C. MacEwen, Jr. 


Vice-President, Pacific Mutual Life Insurance Company. 


disability insurance business has, dur- 

ing the past decade, made wonderful 
strides in advancement, would be stereotyped 
and not of particular significance. Any busi- 
ness, if it is to continue to be a business worthy 
of the name, must keep pace with the times. It 
must consistently develop and expand or pass 
out of the picture. The business of disability 
insurance is not an exception. In its advance- 
ment, it may have endeavored to push forward 
too rapidly in some of its branches. It may 
have taken steps which had to be retraced; 
steps which were in the nature of experiments, 
some of which proved costly, but from which 
valuable lessons have been learned and experi- 
ence gained which will permit of the business 
continuing to advance on a firm and sound 
basis. 

If a slight rearrangement of the phraseology 
of the title suggested by your program com- 
mittee is permitted, it may be said that the 
modern trend is towards disability insurance. 
There was a time when a man purchased an 
accident policy because he considered it a 
gamble, and health insurance was purchased 
in much the same manner. The ordinary man 
on the street did not take this form of insur- 
ance seriously. He regarded it as a long 
shot chance on a ticket teeming with unintellig- 
ible legal phraseology and punched full of loop- 
holes through which the company could crawl, 
but on which he had a 100 to 1 chance of win- 
ning. This is a popular conception which is 
past and gone, despite the occasional effort of 
an alleged comic writer or cartoonist to re- 
vive it. To-day disability insurance is nation- 
ally recognized as a vital necessity to the eco- 
nomic welfare of every income producer. 

In the final analysis, disability insurance is 
the basic or fundamental insurance coverage 
of the individual. All of his other insurance— 
life, fire, theft, automobile—depends first upon 
his possessing the things to be insured, and 
second, upon his financial ability to pay the 
premiums. His having insurable possessions 
and the payment of the premiums on the insur- 
ance thereon depends, in the average case, on 
his physical ability to earn an income. It 
naturally follows that a form of insurance 
which insures the foundation upon which every- 
thing in the individual’s existence is based, 
must be regarded as the very fountain-head of 
his insurance needs. 

The increasing recognition by the public of 
disability insurance as the fundamental form of 
insurance, and the fact that there are in this 
country over 25,000,000 income producing pros- 
pects for this form of insurance, clearly in- 
dicates that the disability insurance business 
is merely commencing to enjoy the expansion 
which it will ultimately achieve. 

As time goes on, instead of erecting barriers 


A STATEMENT to the effect that the 


—Address given at the 27th Annual Convention of 
the Health and Accident Underwriters’ Conference, 
Edgewater Beach Hotel, Chicago, September 5-6-7, 


between himself and the agent who is trying 
to insure him, there will be a growing tendency 
on the part of the individual to seek this form 
of protection. Such sales resistance to disabil- 
ity insurance as may be now encountered wiil 
become lessened through intelligent apprecia- 
tion of the need for disability insurance, to 
such an extent that it will become increasingly 
easier to sell. This condition, of necessity, will 
extend the problems of the underwriter. The 
more sought after disability insurance becomes, 
the greater are the dangers of selection against 
the company, and the acceptance of risks which 
should not be accepted. 


The underwriter must be ever on the alert. 
Moreover there must be smooth and frictionless 
co-operation between the underwriting and 
agency departments. After all is said and 
done, the first underwriting step is taken in 
the field by the agent who does the soliciting. 
The agent comes in personal contact with the 
applicant. He sees the risk as it actually is, 
and under conditions which cannot be set down 
on a piece of paper called an application blank. 
The underwriter at the home office, without the 
advantages of personal inspection, must judge 
the risk solely from the written picture pre- 
sented, and his training must be such that he 
can discern what is between the lines as well 
as judge the risk from what is written on the 
lines. 

The agents who are doing the underwriting 
in the field should be carefully selected by the 
agency department, and when selected should 
be carefully trained. Disability insurance un- 
der modern conditions can be successfully writ- 
ten only by expert field underwriters. More 
annoying claim situations are created through 
ignorance and misunderstanding than through 
deliberate attempts to deceive. The under- 
writer at the home office must have a sympa- 
thetic understanding of the problems of the 
man in the field. It is a simple matter to sit 
at a desk and dictate a five-line letter which 
will destroy work which may have taken a 
soliciting agent weeks to perfect. Many a 
promising agent has thrown up his hands in 
despair and turned in his rate book because 
of a preventable lack of understanding between 
himself and the home office. 

While it is not possible nor practical in ail 
cases to divulge to the agent the company’s rea- 
son for taking adverse action on an applica- 
tion, it is permissible in many cases. A brief 
word explaining why the company is not in a 
position to entertain an application shows the 
agent a viewpoint which had not occurred to 
him. The conscientious and intelligent agent, 
and those are the only ones worthy of their 
hire, will see and appreciate the company’s posi- 
tion and will steer clear of similar cases in the 
future. 

A condition which has given rise to a prob- 
lem for the accident and health underwriter is 
the increasing sale and liberalized coverage of 
the permanent total disability benefits issued 
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by life insurance companies. When this partic- 
ular benefit was first issued it did not, by rea- 
son of its somewhat restricted coverage, play 
an important part in the consideration of the 
total amount of disability insurance carried by 
an applicant. But the present-day permanent 
total disability clauses offer a form of cover- 
age which must be taken into consideration by 
the accident and health underwriter in determ- 
ining the amount of indemnity to which ap- 
plicants presented to him for consideration are 
entitled. 

The absence from the application forms of 
some life companies writing permanent total 
disability insurance of a searching question as 
to the amount of similar coverage in other com- 
panies, or as to the amount of indemnity car- 
ried in accident and health companies would 
seem to indicate that this underwriting fea- 
ture is not stressed. Accident and health un- 
derwriters, however, have always considered 
carefully the total amount of disability insur- 
ance carried. With the liberal coverage of the 
present permanent total disability clauses it 
would seem that this particular coverage must 
be taken into account when passing on applica- 
tion for accident and health insurance. 

It does not necessarily hold that’ a policy- 
holder able to pay the premium on a large 
amount of life insurance is eligible for the en- 
tire amount of permanent total disability in- 
surance which may be issued with such an 
amount of life insurance. It is a proven fact 
that the length of a period of disability for 
which claim is made increases in direct pro- 
portion to the amount of disability insurance 
carried, and in the application of experience- 
proven accident and health insurance under- 
writing principles, it is essential that a proper 
balance be maintained between earnings and 
indemnity. Due consideration must be given to 
the total amount of insurance carried, even 
though the amount of earnings may be greatly 
in excess of the amount of indemnity. 

Indemnity insurance up to a certain well-de- 
fined limit is necessary and essential, but in- 
demnity insurance issued beyond that limit, even 
though earnings may appear to warrant it, be- 
comes a speculative investment and may prove 
an incentive to the presentation of an improper 
claim or to malingering beyond the time when 
a legitimate disability should cease. 

In keeping abreast with the times it is diffi- 
cult without experimenting to determine just 
what is correct and proper. A striking exampie 
of this is found in the health insurance situa- 
tion. For reasons obvious to all underwriters, 
health insurance underwriting differs from ac- 
cident insurance underwriting, and in the devel- 
opment of the health end of the business the 
companies endeavored to advance a little too 
rapidly. Competitive necessity may have been 
an incentive, but whatever the cause, the step 
taken was too long, and in some instances had 
to be retraced. On the surface the retroactive 
measures made necessary may appear to have 
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had a detrimental effect on the business. On 
the other hand, an immense amount of good may 
result. The folly of unbridled competitive lib- 
erality has been made painfully apparent, and 
the wisdom of close co-operation amongst the 
companies and a free exchange of experiences 
and statistics has been demonstrated. Chart- 
ing a course amongst the pitfalls and dangers 
incident to the issuance of health insurance 
has been done at great expense to some of the 
companies, but a valuable lesson has been 
learned, and in the future development of the 
business it is hoped that the expenditure made 
in costly experimentation may not have been 
in vain. 

In an effort to overcome the health insur- 
ance experience by building up a volume of 
accident only premiums, underwriting and 
agency department executives should exercise 
caution to avoid a too enthusiastic develop- 
ment and liberalization of accident insurance 
policies. Accident insurance conditions to-day 
are not what they were fifteen years ago, and 
yet little if any increase has been made in the 
basic premium rate for accident insurance. In 
extending the accident field, new business en- 
thusiasm may sway underwriting judgment, 
and unless due caution is exercised the acci- 
dent insurance business may find itself in the 
same deplorable condition as did the health in- 
surance business. Competition has been called 
the life of trade, but unless well seasoned with 
sound judgment it sometimes runs away with 
itself and disaster follows. There is a tempta- 
tion to insert in an accident insurance policy 
some little frill or talking point which in it- 

















Full Coverage 
For $1.00 a Month | 


Our Big Dollar Policy gives full cover- 
age from day policy is issued, at flat 
rate of $1.00 a month at all ages. It 
includes Double and Triple Indemnity 
benefits and carries liberal non-forfeiture 
values in the form of paid-up or extended 
insurance, together with generous old age 
cash surrender values. Issued to risks 
from age one day old and up. 











This is the easiest selling life insurance 
offered anywhere, and affords exceptional 
opportunities for wide-awake agents. 





| Write for territory to 


Agency Superintendent 


Illinois Bankers Life Association 


Monmouth, Illinois 

















self may not prove extremely costly from a 
claim standpoint, but which necessitates its 
adoption by competing companies. Then comes 
the addition of some other little feature by an- 
other company which in turn becomes part of 
the policies of all companies, and thus is started 
a vicious circle which ultimately results in 
loading the policy with benefits out of all pro- 
portion to the premium charged. 

In the development of the accident insurance 
policy there may be a tendency to omit from 
the contract certain words and phrases which 
are apparently essential to this form of cov- 
erage. Accident insurance is a well-defined 
coverage, and the intent of the insurer should 
be clearly expressed. Certain amazing court 
decisions based on rather weird reasoning have 
already imposed burdens upon the accident in- 
surance companies which were never intended 
by the drafters of the contracts and not con- 
templated in the premium charged. In an at- 
tempt at liberalization, or to create competi- 
tive attractiveness, care should be exercised that 
no steps be taken which will remove accident in- 
surance from its own proper sphere. 


OPPORTUNITY FOR 
DISTRICT MANAGER 


who knows how to hire men who can 
sell disability policies (non-cancellable 
policies featured) for a progressive 
Company. Contracts top-notch in 
every detail. 

Direct connections and proper assis- 
tance to right man. 

Territory obtainable in portions of 
Michigan, Indiana, Illinois, Pennsyl- 
vania, Missouri and California. 





It will pay you to write 


INCOME GUARANTY COMPANY 


Income Building 


SOUTH BEND, INDIANA 
Stock Company, Authorized Capital, $1,000,000 








FRIENDS EVERYWHERE 


Long established and consistently pro- 
gressive, providing perfect protection 
at a net cost which is notably low, 
and rendering prompt and efficient 
service, the Massachusetts Mutual 
stands out as an ideal company to 
represent. Many years of square deal- 
ing are back of every one of our 
agents. They find enthusiastic friends 
of the Company everywhere. 


Massachusetts Mutual Life 
Insurance Company 
Springfield, Massachusetts 
Organized 1851 


More Than a Billion and a Half 
of Insurance in Force 








INTERNATIONAL COUNCIL REPORTS 
Chairman Tells Life Underwriters of Plans 
for Foreign Co-operation 
The report submitted by the International 
Council of Life Underwriters, of which Neil 
D. Sills is chairman, at the convention of the 
National Association of Life Underwriters out- 
lined the object of the Council in developing 
more intimate and friendly working relations 
between the life insurance men of the United 
States and extending the benefits of the Asso- 
ciation to the English speaking insurance men 

of the world 

At the mid-year meeting, held last April, 
a plan was worked out to get the names and 
addresses of many of the outstanding English 
speaking life insurance men in foreign coun- 
tries with a view of writing them about the 
work and sending them Association publications. 
Reference was made to the world-wide lec- 
ture tour on life insurance and the benefits of 
the Life Underwriters Association made by Dr. 
S. S. Huebner. Mr. Sills told of a letter re- 
ceived from a prominent life insurance man in 
Trinidad which outlined the terribly unethical 
conditions in that country and asked if there 
was nothing that could be done to help correct 
the bad conditions. In his closing remarks Mr. 
Sills said: 

“The rebating practice and lack of good in- 
surance ethics in some of the foreign countries 
is affecting some of our underwriters in this 
country in closing big cases and the organiza- 
tion of Life Underwriters Associations in those 
countries is the only thing that can prevent 
the practices.” 





Peoples 
Life 
Insurance 
Company 


Frankfort, Indiana 
$5,337,313.74 on Deposit with the 
Indiana Insurance Department 


$686,715.01 Surplus Protection to 


Policyholders 
$47,000,000.00 Insurance 


NEW STANDARD POLICIES, LOW RATES, 
DISABILITY CLAUSE, DOUBLB INDEM- 
NITY PROVISION, MONTHLY INCOMB, 
GUARANTEED SETTLEMENTS.{ 


in Force 


TSRIO. IRLINOES DICHIGAN 

A 
KA TENNESSEE, TRXAS, IOWA 
AND CALIFORNIA. 


A few top notch contracts to Insurance 
Producers with experience, character and 
ability. Address the Company. 
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M. Albert Linton on Income Insurance 


of the recent convention of the agents 

of the Provident Mutual Life Insurance 
Company, of Philadelphia, was that of M. 
Albert Linton, vice-president of the company, 
on income insurance. In his talk, which was 
almost entirely extemporaneous, Mr. Linton 
made a strong plea to the agents for this line 
and for a larger sale of income insurance. 

He began by stating that income insurance 
was like religion—that it was too complicated 
a subject for any one solution. In a large 
city, he declared, the life insurance trust was 
one of the biggest forces of increasing sales 
that life insurance men have. 

He said that he never fails to preach the prin- 
ciple of a backlog of income insurance in every 
program. And yet at the same time, he said. 
the agent should be careful in writing insur- 
ance. 


[UJ i tte reent eo the outstanding talk 


PLANS FOR SON 


He declared that he has a boy 13 years old. 
He wants him to go to college. But sixty per 
cent of those seeking admission to universities 
are turned away or flunk out the first term. 
If that happened to his son, Mr. Linton said, 
he wouldn’t want him to have that $1000 a year. 
It would be bad for a boy that age to have that 
much money to spend. 

The clause in the life insurance trust was 
much more comfortable, he said, than that the 
option be paid willy nilly. Then, too, he pointed 
out, his son might graduate from college and 
want to take up post graduate work. He 
reminded his audience also that the dollar might 
decline in value and the money under the op- 
tion might not be sufficient. 

As for mother handling it—he asserted that 
it was not fair to put such a burden on a 
woman. She was not trained for it and, again, 
she might not live. Why not, he asked, let 
the trust company handle it. He advocated in- 
serting a provision that would let the trust 
company use the principal for “unforeseen 
needs.” 

Getting back to the subject of income insur- 
ance, Mr. Linton declared that “twenty-two per 
cent of my insurance is for my backlog of 
income insurance. I think I get the best value 
for my money in those income policies.” 

To bring out his point, he cited the case 
of a man 35 years of age. For the same pre- 
mium he can secure either an income policy 
paying his widow $100 a month for life—with 
the lump sum of insurance $17,450—or he can 
take a policy for $19,470. If he were to die 
the first year, the latter policy, under option 
four, would pay only $82 a month. At age 50, 
it would be $94 a month. 

“He must wait 21 years before his widow can 
get $100 a month,” said Mr. Linton. “After 
the 21 years, option four provides more and at 
age 70, it is $110 a month. But for my insur- 
ance dollar, I get more with income insur- 
ance.” 

Replying to the argument of trust companies 
that the business man change his income poli- 


cies so that the lump suin is paid the trust com- 
pany as trustee at his death, Mr. Linton de- 
clared that the backlog of income insurance is 
the fundamental thing while the life insurance 
trust was only supplemental. 


Cites SPECIFIC CASE 

Illustrating his point, he took an income pol- 
icy paying $100 a month and showed that the 
widow would receive $1233 a year from the 
insurance company. The trust company, with 
excess interest working, would pay her $1365 
a year for twenty years and then the principal 
would be all gone. 

The trust companies’ security, he said, was 
far inferior to that of life insurance companies. 
In addition, he declared, the trust company gave 
no guarantee for the principal. All that was 
expected of it was that it only use the proper 
judgment. 

At the regular rate of interest, the lump sum 
would be gone in 28 years. And if the trust 
company paid the widow 5 per cent, the sum 
would disappear in 26 years. Life insurance 
companies, on the other hand, he pointed out, 
would pay her as long as she lives. 


Bed-Time Story 
By Ep. WHITE 

General Agent of the Connecticut Mutual Life 

Insurance Company 
Now kiddies gather around uncle ned and 
jack stop pulling the doggies tail he might bite 
and uncle ned will tell you a story about a man 
who bought some life insurance in spite of what 
his wife said this man was what is known as a 
hard boiled egg not because he was boiled a lot 
but because he was hard to get away with and 
the life insurance man was also hard boiled 
because he was hard to get rid of so the insur- 
ance man called on this prospect and told him 
why he needed life insurance but the prospect 
said he didn‘t need any and besides he would 
have to talk it over with his wife which was just 
a stall as he never did talk over anything with 


her and the agent said t’ell with that stuff talk- 
ing it over with her you don’t ask her if she 
wants a christmas present or a birthday present 
buy it and take it home then tell her about it so 
the prospect bought and many years later he met 
the agent and said what a fine thing you did 
when you sold me that insurance after I signed 
your application I went home and told her about 
it and she told me not to do it and that we 
needed this and that but I told her I going to 
do it anyhow so you see what a good thing it 
was you made me do and the agent was pleased 
several years later the policyholder died and 
when the agent settled the claim the wife said I 
am glad you made him take out that life insur- 
ance as it was about all he left and the agent 
was awfully pleased again and so kiddies you 
see that while you may be criticized for clamp- 
ing down on a guy you will be hailed as a hero 
later an and so to bed now kids and no pillow 
fights or uncle ned will get his razor strap. 
—Conmutopics. 


Loans to Facilitate Surgical Operations 
Among Life Insurance Policyholders 
in Italy 
One of the Italian insurance companies, the 
Assicurazioni Generali, of Trieste, Italy, re- 

ports the following policy loan practice. 

If a surgical operation is necessary, and if 
the policy has been in force for at least ten 
years and the premiums paid regularly, the 
company will advance the necessary expenses 
for the operation on request of the insured and 
upon production of evidence of propriety of 
the request. 

This loan wil! be granted without interest, 
with due endorsement on the policy. The 
amount of the loan may not exceed the amount 
payable at death. Any previous loans made on 
the policy must, of course, be first deducted. 

This procedure was devised by Dr. Pietro 
Smolensky, associate manager and actuary of 
the company, in the hope that it would en- 
courage policyholders to seek early surgical 
treatment for cancer. His company is taking 
an active part in the cancer control movement 
in Italy. 








will finish. Most of them will. 


appointment. 
Just another way of purchasing security. 
part. 


Nearly 3 Billions in Force. 


Over 4,000,000 Signatures 
on the dotted line. 

500 Million Dollars Paid 
on Policies since Busi- 
ness Began. 











JOHN HANCOCK SERIES 


ENTERING COLLEGE 


[* September, thousands of young men and women will begin their college careers. 
good time to call attention to the fact that a life insurance policy is a guarantee that they 
Some of them will not. 


The cost of putting a boy or girl through college at the present time is 
estimated to be between four and five thousand dollars. 
Nowadays parents are learning how to provide this educational fund through 
insurance taken out when the children are very young. 

But here we are considering only the youth just entering college, with high hopes for the 


future which may be thwarted by the sudden loss of the breadwinner. 
additional cost in premium for enough insurance to secure the family against needless dis- 


The father will know that he has done his full 
The mother will be assured that whatever happens she can ‘‘see it through.’’ 





OVER SIXTY-FIVE YEARS IN BUSINESS 
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OF BOSTON, MASSACHUSETTS 
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HONORS MEMORY OF ORVILLE THORP 
J. Stanley Edwards Urges Life Under- 
writers to Follow Example Set by 
Former President 


J. Stanley Edwards, appearing before the 
opening sessions of the convention of the Na- 
tional Association of Life Underwriters in De- 
troit recently, paid high tribute to the char- 
acter and activities of Orville Thorp of Dal- 
las, a former president of the Association, who 
died during the past year. Mr. Edwards sum- 
marized the life-long efforts made by Mr. Thorp 
in bettering life insurance and bringing its 
benefits more forcefully home to the public 
and, in concluding his remarks, rendered this 
verdict on Mr. Thorp’s life: 

He chose a business that gave unusual op- 
portunity that we all possess of making life 
more worth while for others. His was no 
mere vision or accomplishment of business suc- 
cess. His activities extended in helpfulness to 
all those around him through his personal in- 
terest and through the channels of the different 
organizations with which he has been so prom- 
inently identified. Success is ‘but a by-prod- 
uct to such a life. Let us not mourn his passing. 


Courses at Columbia University 

Courses in investments of insurance com- 
panies, to be held each Thursday, 5:50-7:30 p. 
m., beginning today, will be held by Columbia 
University in the city of New York, University 
Extension. 

Fourteen lectures will be given on the history 
and practice of investments of insurance com- 
panies. They will include insurance investments 
in Great Britain, 1720 to 187(, supervision in the 














rights. 


such an agency. 





Scranton - Pittsburgh, Pa 


General Agency of a Pennsylvania Company 


Territory unsurpassed and large enough for 
an unlimited production. 
Contract as good as the best, with exclusive 


Confidential communication invited from those 
with clean records and with ability to handle 
Address 


Exclusive, care of THE SPECTATOR 























United States, 1790 to 1860, and many similar 
topics. There will be a digest of life insurance 
investment testimony, New York Legislative In- 
surance Investigation, 1905-1906, and changes in 
investment laws and practices, 1900 to 1928. 
Selected students will be given opportunity for 
original research in the subject. The instructor 
will be Edwin W. Kopf, assistant statistician 
of the Metropolitan Life Insurance Company of 





New York, sometime lecturer on Insurance His- 
tory, New School for Social Research, New 
York city. 

Other courses in insurance offered by the 
University Extension are, life insurance, casu- 
alty insurance, and applied insurance statistics. 
The number of students enrolled in the course 
shows the ever-growing interest in the subject 
of insurance. 
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perhaps said: “There is an 
that is the fine gold of it; that reckons with every 
man justly; that loves light; that regards kindness and 
fairness more highly than goods or prices or profits.” 


Every policy-contract of the reputable life insur- 
ance company of today is based on this premise: that 
the permanent best interests of the zmsured are equitable 
with, and indispensable to, the permanent best interests 


To the liberal wording of its contract 
provisions, The Guardian adds an outstand- 
ing liberality of spirit in interpreting those 
provisions. Ask our nearest Guardian rep- 
resentative to show you a specimen of the 
up-to-date Guardian contract. 


THE GUARDIAN LIFE INSURANCE COMPANY 


“The Company that Guards and Serves” 


honor 1n_ business 


of AMERICA 


NEW YORK CITY 
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Years of Life Insur- 
ance Ideals and Service 


N IDEAL became u reality when, on February 

Ist, 1843, “THe Mutuay Lire oF New York” 
issued its first policy. The business of life insurance 
on the mutual plan started in America then and 
there. 


Priority in its field is not the Company’s claim to 
greatness—age in itself is no great distinction. THE 
MuTvAL LiFe began with high ideals of business 
conduct, which still prevail. It aims at quality and 
to be highly honorable in all its dealings. 


In its relations with policyholders and their repre- 
sentatives THE MuTUAL LIFE has an outstanding 
record. 


Those who contemplate life insurance soliciting as 
a career are invited to apply to 


The Mutual Life Insurance Company 
of New York 


GEORGE K. SARGENT 
2nd Vice-President and Manager of Agencies 


New York, N. Y. 


DAVID F. HOUSTON 
President 


34 Nassau Street 

















—The— 
Life Insurance Company of Virginia 


Richmond, Virginia 
Incorporated 1871 





Insurance in Force 


Over $333,000,000 





Admitted Assets 


Over $56,000,000 





Payments to Policyholders in 1927 


Over $4,000,000 





Total Payments to Policyholders Since 
Organization 


Over $47,000,000 





Braprorp H. WALKER 
President 


Joon G. WALKER 
Chairman of the Board 
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Question: 


How many Lincoln National 

Life Agents call Vice Presi- 
\, dent Walter Shepard, “Shep” 
and what of it? 






(1) All of them. 


(2) The famous friendly LNL spirit 
helps make the work of the Lin- 
coln Life Agent pleasant, satis- 
factory, worth while. “Shep” 
sees to it! 


THE LINCOLN NATIONAL 
LIFE INSURANCE COMPANY 


“Its Name Indicates its Character” 


FORT WAYNE, INDIANA 
Insurance in force more than $550,000,000 























Bigger—and Better! 


“The Peoria Life will celebrate its second hundred 
million dollars of business in force with a club outing 
in the Canadian Rockies!” 


Members of the Peoria Life production clubs, a party 
of 150, spent a delightful vacation during the latter part 
of August on Bigwin Island, in the Lake of Bays, On- 
tario. While they were enjoying every form of recrea- 
tion and pleasure that can contribute to a perfect vaca- 
tion, they wondered how their Company would maintain 
its record of providing each year a more attractive out- 
ing than the last. 


Then came the announcement and they wondered no 
longer: the Peoria Life expects to reach its second 
hundred million during 1929. To celebrate this special 
event, it has prepared a special club outing in Banff, 
Alberta, in the heart of the Canadian Rockies. 


The Peoria Life reached its first hundred million in 
its sixteenth year, and plans to arrive at the $200,000,000 
mark during its twenty-first year—every bit of its busi- 
ness produced by its own agency organization. Its 
progress, in service as well as in size, has been accom- 
plished by setting an ambitious program for its agents, 
giving them every cooperation in achieving their plans, 
and ofiering worth-while inducements for their most 
conscientious efforts—such as, for instance, an outing 
in the Canadian Rockies. 


Peoria Life Insurance Co. 


Peoria, Illinois 
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The Home Life Insurance Company of America 


Incorporated 1899 
PROTECTS THE ENTIRE FAMILY 


This Company issues all modern forms of policy contracts from BIRTH 
to 60 years next birthday. 
INDUSTRIAL POLICIES are in FULL IMMEDIATE BENEFIT from 
date of issue and are up-to-date in every respect. 
ORDINARY POLICIES contain valuable SPECIAL DISABILITY and 
TOTAL AND PERMANENT DISABILITY CLAUSES and DOUBLE 
INDEMNITY FEATURES, and are guaranteed by State Endorsement. 

A Home Life policy brings peace of 

mind to the man who loves his family. 
Basil S. Walsh, President P. J. Cunningham, Vice-President 
Joseph L. Durkin, Secretary John J. Gallagher, Treasurer 

Dr. E. Bryan Kyle, Medical Director | 


Independence Square Philadelphia, Pa. 
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INSURANCE FACTS 


Promptly — Accurately — Economically 
Tabulated 
Classification, reserves, current, outstanding loss data, un- 


earned premiums, agency distributions, current and annual 
reports. 
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Recording Statistical Bureau, Inc. 
76 William Street, New York City 
New York Boston Chicago Detroit 


Montreal Toronto 
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FIRE REINSURANCE TREATIES 


Eagle Fire Insurance Company 
New Jersey 








Baltica Insurance Co., Ltd. 
Denmark 


Franklin W. Fort Thumas B. Donaldson 
18 Washington Place. Newark, N. J. 
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Address Home Office for Agency Connection 


THE HAMPTON ROADS 


¥ a 


~ BES A it 


a 7 


FiRE ano MARINE INSURANCE COMPANY 
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ry 
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GENERAL OFFICE 
NORFOLK,VIRGINIA 


HENRY G. BARBEE 
President 


P. D. BAIN 
Chairman of the Board 

















GEORGE WASHINGTON LIFE 


INSURANCE COMPANY 
Charleston, W. Va. 
Harrison B. Smith, President 


presents opportunity for liberal contracts covering definite 
territory with Home Office registry and with power of ap- 
pointment of sub-agents. 

The States of West Virginia, Vriginia, Ohio, Kentucky, 
Tennessee, South Carolina, North Carolina, Georgia, Michi- 
gan, Oklahoma and Washington. 


Address ERNEST C. MILAIR, Vice President and Sec’y. 
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Rewritten, Enlarged and Improved 


THE ADJUSTER’S MANUAL 


C. H. HARBAUGH, M. D. 


Expert Examiner and Adjuster 


UNIQUE AND INDISPENSABLE 


This widely known and used book now in its third edition has 
been recognized as the standard publication of its kind for 
twenty years, and is the only book giving in condensed and 
convenient form just the information required by adjusters of 


ACCIDENTr AND HEALTH CLAIMS 


Among the new articles in this edition are those upon 


IVY POISONING HERNIA 

CARBON MONOXIDE SEMILUNAR CARTILAGES 
POISONING SLEEPING SICKNESS 

WOOD ALCOHOL PROSTATE GLAND 
POISONING HYDROCELE 

SUNBURN ORCHITIS 

GOITRE HEMORRHOIDS 

CANCER OF THE VINCENT’S ANGINA 
STOMACH 


In addition to the new articles, all the valuable features of this 
excellent work are retained. Other new sections added relate to 


DIVISIONS OF THE BODY and ORGANS OF THE BODY 


New paragraphs have been added to every article under 
Diseases, on 


PROGNOSIS and TOTAL DISABILITY IRRESPECTIVE 
OF HOUSE CONFINEMENT 


About 50 New Illustrations are Added to This Edition, 
and the Glossary of Medical Words and Terms 
contains many New Words and Definitions 


For convenience, The Adjuster’s Manual is divided into three 
sections, as follows: 


SECTION I—ACCIDENTS PROMINENT SIGNS AND 
INFORMATION SYMPTOMS 


PROMINENT SIGNS AND TOTAL DISABILITY AND 
SYMPTOMS HOUSE CONFINEMENT 


TOTAL DISABILITY BUT 
NON-HOUSE CONFINEMENT 


TOTAL DISABILITY IRRE- 


TOTAL DISABILITY 
PARTIAL DISABILITY 





PROGNOSIS 
ADJUSTMENT SPECTIVE OF HOUSE CON- 
EFFECTS PARTIAL DISABILITY 
SECTION II—DISEASES PROGNOSIS 
NAMES ADJUSTMENT 
INFORMATION EFFECTS 
SECTION III 


This section takes up the different mineral and vegetable poisons 
that are taken intentionally or by mistake, giving a brief description 
of each drug, and considering the prominent signs and symptoms 
following the swallowing of different poisons, the length of time 
h fi t exists, the duration of total disability and partial 
disability, with advice on adjustment, and effects on the insurability 
of the individual after recovery is complete. 





Tae ADjusTER’s MANDAL is invaluable to those settling Acci- 
dent and Health Claims. 


Price, In Flexible Binding, $6.00. 


Liberal discount on wholesale quantities 
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CHICAGO NEW YORK 
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Mr. Agent: 


We want to say to you that we are bigger and bet- 
ter equipped this year than ever before, to take care 
of your Health and Accident Business. Let’s talk 
it over! 


Inter-Ocean Casualty Company 
Cincinnati, Ohio 
J. W. SCHERR, President |W. G. ALPAUGH, Secretary 














“GRAND RAPIDS LABEL CO. 


GRAND RAPIDS. ; 
MICH. ; 


FOR FOLDER 
SHOWING ELABORATE GISPLAY 





DISTRICT MANAGERS WANTED 


We have a few openings in North 
Carolina available to men who can 
qualify as organizers and personal 
producers. 

Exceptional contracts with top 
commissions and life time renewals. 

Openings at 
CHARLOTTE WILMINGTON 
RALEIGH WINSTON-SALEM 


Write F. A. HICKS, Superintendent 


Guarantee Fund Life Association 
Omaha, Nebr. 


ORGANIZED 1901 


Largest Organization of its Kind in America 











“A Life Insurance Company” 


Having a Special Proposition to submit to a 
selected limited number of people in the States 
of Maryland and Virginia desires to secure the 
services of two high-class Life Insurance Sales- 
men. 


Address: Confidential care THE SPECTATOR 











ACACIA 


A Service Institution—Not a Commercial Company 


Insurance in Force Over $284,000,000 
Assets Over 25,000,000 


Ideal Agents’ Monthly Income Contract 
Low Net Cost 


ACACIA MUTUAL LIFE ASSOCIATION 


William Montgomery, President 
WASHINGTON, D. C. 


Real Service 











SECURITY FIRST 























MIDLAND LIFE INSURANCE COMPANY 


KANSAS CITY, MISSOURI 


THE COMPANY Backed and endorsed by the most substantial 
and influential business men in Kansas City 


THE MANAGEMENT Practical insurance men of long experience 
and conspicuous success. 


THE TERRITORY MISSOURI, KANSAS, OKLAHOMA, 
COLORADO, TEXAS. The best territory 
e in the country to-day. 


DANIEL BOONE, Jr., President JOHN M. SMULLIN, Secretary 








THIRD EDITION 
Thoroughly Revised, Improved an Greatly Enlarged 


Fire Insurance Inspection a4 Underwriting 
By C. C. DOMINGE and W. O. LINCOLN 
Associate Members, National Fire Protection Association 
Members, Insurance Society of New York 
OVER 5000 DIFFERENT SUBJECTS TREATFD 
NUMEROUS ILLUSTRATIONS 
1020 Pages of Profitable Information 
A COMPLETE TEXT AND REFERENCE BOOK FOR 
Fire Insurance Inspectors and Underwriters, Students, Firemen and 
hers Interested in Fire Prevention 
Insurance Terms Defined 
Standard Policy Thoroughly Explained 
Special Forms of Insurance Analyzed 
Chemicals and their Hazards Described 
Manufactured Processes and Special Hazards Listed 
Alphabetically Arranged—Printed on thin Paper—Bound in Flexible 
Covers—Just the Book for the Underwriter in Office or Field 
PRICES 
Flexible Binding, $6.00 De Lure edition, thumb indexed, $10.00 
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An editorial in the New York Sun of recent date 
makes the following statement, “It has been estimated 
that from one-third to one-half of the deaths occurr- 
ing annually may be prevented or else materially 
postponed by the application of modern scientific 
medicine. This estimate is quoted with approval by 
Dr. Lee K. Frankel, Second Vice-President of the 
Metropolitan Life Insurance Company in an article 
on ‘The Social Implications of Insurance’. Data cited 
in support of this belief are most interesting. 


“More than 45 life insurance companies have under- 
taken campaigns to bring their policyholders to 
periodic health inventories. Dr. Frankel says that of a 
group of Metropolitan policyholders thus examined 
it was found that there was a saving of 18 percent 
in the expected mortality. 


“It is good business for insurance companies to 
spend money in campaigns to reduce the death rate.” 


The health inventories mentioned in the 
Sun’s editorial were all made by the Life 
Extension Institute. We shall be glad 
to send to an executive of any life insur- 
ance company full information as to the 
way in which the Institute cooperates to 
prolong the lives of policyholders and 
save money to the companies. 





LIFE EXTENSION INSTITUTE, Inc. 


25 WEST 43rd STREET, NEW YORK CITY Telephone: Vanderbilt 1494 
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